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Barfod Would Scrap 


Licensing System 
Used In Pennsylvania 


Commissioner’s Report to Gov- 
ernor Pinchot Discusses De- 
partment Problems Frankly 


SARCASTIC ABOUT CLAIMS 


Woimen Claimants Being Protected 
From “Confidential Reports’’ ; 
High Tax and Fee Bill 


Einar Barfod, insurance commissioner 
of Pennsylvania, has made his report to 
Governor Pinchot (made public January 
4) and, as was expected, he discussed 
the Insurance Department situation 
frankly and with recommendations. 

The chief recommendation is that the 
entire license system there be abolished 
and supplemented by a new one. Inci- 
dentally, he says that since August 16, 
1926, not a single additional insurance 
company or assessment association has 
been admitted to Pennsylvania; and that 
two which did apply with recommenda- 
tion from Insurance Departments of 
home state, were refused admission on 
account of the character of their organi- 
zation. Five were turned down because 
Mr. Barfod regarded them as financially 
unsound. He discussed the liquidation 
and license revocation proceedings he has 
brought against many companies. 

Collects Lots of Money 


During the fiscal year the state collect- 
ed $5,536,852 in taxes as compared with 
$5,025,804 the year before and $303,512 in 
as as compared with $330,114 the year 

efore. 


Handicaps of Departments 


The Department spent $110,949 of its 
$175,000 appropriation for the year end- 
ing May 31, 1926. The balance of the 
unexpended appropriations for each year 
- merged into the general fund of the 

tate. 

In discussing the handicaps under 
which the Department is operating the 
commissioner says: “The undermanned, 
uncquipped and disorganized department 
functioned under these tremendous han- 
dicaps only by surrendering a large 
measure of its authority to departments 
of other states and to private agencies 
which had a personal interest in assum- 
ing the state’s authority and, in a fash- 
ion, discharging its obligations.” 

_ Mr. Barfod was particularly outspoken 
in discussing the overcrowded Pennsyl- 
¥ vania insurance field and the fact that 

1,063 insurance organizations are doing 
business there as compared with 559 in 
New York State. He told what he had 
done in checking up on the financial af- 
fairs of the companies in Pennsylvania, 
his report in this respect being similar 
to the interview describing those condi- 
tions which Mr. Barfod gave to The 
Eastern Underwriter early in December 
and which was published by this paper. 
His Liquidation and Ouster Proceedings 

The commissioner started actions of 
| Various kinds against 192 insurance com- 
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PHOENIX 


Assurance Company, Ltd. 
of London 
100 William Street, New York 
A corporation which has stood the test 
of time! 144 years of successful business 


operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
123 William Street, New York 








GROWING AND SATISFYING 


The Equitable Life of Iowa has increased its paid-for production for the 
first ten months of 1926 over the same period in 1925 by 30.8%. 


The acid test of the satisfaction of policyholders is based on repetition of 
sales. The Equitable Life of Iowa, in spite of a large increase in new pro- 
duction, has written 32.8% of all new paid-for business during the first ten 
months of the year on the lives of old policyholders. 


The Equitable Life of lowa offers its agents unusual opportunities to develop 
a clientele that will buy additional life insurance from year to year. 


EQUITABLE-LIFE 
INSURANCE COMPANY 
OF IOWA 


FOUNDED 1867 
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Celebrate With Us. 


Next June this Company will celebrate its Eightieth Anniversary 
with a great Convention in Philadelphia, to be attended by Field rep- 
resentatives from all parts of the country. 

The PENN MuTUuAL has places for capable, hard-working men and 
women who are devoted to the highest ideals of life insurance. Con- 
tracts are satisfactory, and the conditions and atmosphere of a PENN 
MutTuat agency relationship are of the kind that creates enthusiasm 
and assures permanency. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 
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Older Wall Street 
Men Buying Much 
Of Modified Life 


Some Agents Making Drive To 
Write Men Over Sixty 
Years Of Age 


AN APPROACH DESCRIBED 


Banker Tells How Agent Reached 
Him And Arguments 
Which He Made 








Cut Commissions 10% 

Both the Aetna Life and the 
Travelers have cut agency and brok- 
erage commissions 10% on the Mod- 
ified Life policy contract. In other 
words, the first year’s commission is 
now 40%, 

















Several’ of the, most ‘successful agents 
in town who have had luck writing in 
the financial district have staged a spe- 
cial drive there writing men of the older 
ages. Hundreds of policies Have been 
written on the lives of well-known men 
in the financial district who have passed 
the age of sixty and who are ordinarily 
not seen by the great army of insurance 
agents by reason of the fact that they 
are so hedged in by secretaries or be- 
cause of their age. The policy sold them 
is the Modified Life, so-called “half rate 
policy” which after five years is con- 
verted to higher priced insurance. 

Impressive List 

The Eastern Underwriter this week 
saw a list of men in the financial dis- 
trict written by one agent. It is long 
and decidedly impressive. There wasn’t 
a name on the list of a man less than 
sixty years old. Quite a few of the 
names are those of well-known people. 

The list was shown the writer of this 
article by the head of a Wall Street bank 
and investment house, who had taken 
out $100,000 of this insurance and was 
feeling pretty good about it. As the in- 
surance fraternity will be interested in 
the approach and the reaction to the 
policy among the insured the interview 
with this financier is briefly summari- 
ized herewith. 

The Modified Life policy caused a 
stir when it was going strong a year or 
sO ago as some general agents not writ- 
ing it protested vociferously and vigor- 
ously. 

“The agent who sold me this policy 
was one of the cleverest insurance men 
I have met yet,” said the banker. “As 
I am 63 years old and carry a lot of 
insurance I did not think I was in the 
market for more and had told my sec- 
retary not to admit any agents. She 
came in one day and told me that Mr. 
Blank was outside and when I reminded 
her of my instructions she made a strong 
appeal for him although she knew what 
she was asking was distasteful to me. 

“*T do wish you would see Mr. Blank,’ 
she argued. ‘He really is a gentleman; 
a fine type of man, one of the most 
courteous who comes ‘to the office, and 
he says the interview need take only a 


(Continued on Page 14) 
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NUMBER SEVEN... MODERN CRUSADER SERIES 


MANY YEARS AGO when even empites swayed in uncertain balance, 
the great order of knighthood withstood the test of centuries. And this 
is why. It was the duty of each veteran knight to pass on to some worthy 
youth not only the priceless legacy of his idealism, but the heritage of 
his equipment, keen-edged and battle-tried. So it was that Sir Tristan, as 
he lay dying, said to his faithful squire, “I take leave of that which I 
have loved and honored. I give thee my arms, I give thee my chivalry.’ 





AT THIS TIME one of our agencies is passing its fourth anniversary. 


It is composed of thirty-one young men. . . . whose average length of 


service is less than two full years. None of them had previous life 


insurance experience and fourteen were added during the past year. 





Yet, this group produced approximately $4,000,000 of paid-for business 
in 1926! And thisis why. To able men carefully trained in its service 
school, the Phoenix Mutual gives unstintingly of its traditional idealism 
and generously of its splendid equipment. 


PHOENIX MUTUAL LIFE INSURANCE deere 


HOME OFFICE: HARTFORD, CONNECTICUT 
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J. E. Hall Breaks Some 
Penn Mutual Records 


WINDS UP YEAR WITH $25,295,000 





Paid for More Than Eight Millions In 
Last Quarter; Well Known, Too, 
As Insurance Educator 





The final figures of the J. Elliott Hall 
Agency of the Penn Mutual in New 
York City are announced. The total was 


$25,295,000. 


In many respects this is one of the 
best records ever made by a general 
agency. So far as the Penn Mutual is 


J. ELLIOTT HALL 


concerned it broke three records for that 
company. These records follow: 
1—Largest amount of business ever 
produced in one year by a Penn Mutual 
agency. 
2—Paid for $3,131,000 in December— 
the largest amount ever put over by a 


Penn Mutual agency. 


3—Paid for $8,334,000 in the last quar- 
ter of 1926—the largest ever put over by 
a Penn Mutual agency. 

The business of the agency in 1925 
was $20,143,000 paid. 

Mr. Hall is one of the most enterpris- 
ing of the general agents of the metrop- 
olis; has featured the school and educa- 
tional idea, and has built up a fine or- 


G ganization. He began his insurance ca- 


teer in the home office of a life insur- 


|) ance company; and starting as an agent 


was very successful in featuring income 
insurance. In thinking up arguments to 
Protect the home and the family he is a 
master and many of the arguments he 
uses, and which he has communicated to 
the insurance fraternity through talks 
before conventions of life underwriters, 
are being used by many agents through- 
out the country. 





TALKS AT BERLET MEETING 


Ernest Houghton, leading personal 
Producer of the Guardian Life in Roch- 
ester, was the speaker at the last of Jack 

erlet’s Money Making Sales talks at 
the Philadelphia agency, December 14. 

€ said he always carries with him a 
folder containing his own life insurance 
Program, and that he is usually able to 
teak down the prospect’s sales resist- 
ance by requesting a discussion of insur- 
ance at the outset. He said he disarms 
the prospect’s natural desire to be rid 
of him by telling him that he is not 
Sure whether or not he actually is in 
heed of life insurance. 








For Efficiency In 
Ordinary Agency Service— 
The Prudential 


Territorial limits are few and ad- 
vantages are many in The Prudential’s 
administration of its business in the 
Ordinary Business field. 


Forty-two of the states, Hawaii and the 
Dominion of Canada are covered thor- 
oughly by alert Prudential men, and Ordi- 
nary Agencies have been established in 
virtually every city of size and importance 
within those geographical lines. 


With such an equipment, it is obvious that this 
Company is prepared to serve efficiently all special 
agents, general agents and brokers who are interested 
in low-cost life protection. 


This great insurance organization 
invites the special attention of those 
underwriters seeking attractive poli- 
cies to the many forms of income pro- 
tection now available through Pru- 
dential Agencies. 


The Prudential 


Insurance Company of America 
Home Office: Newark, New Jersey 


Epwarp D. Durrietp, President 











Barfod Pleads For Law 
To Protect Public 


MANY CLAIMS ARE CONTESTED 





Criticises Small and Weak Industrial 
Life and Accident Companies 
and Fraternals 





In his annual report to the Pennsyl- 
vania. Insurance Department Commis- 
sioner Barfod comes out flatfooted for 
a change in the law governing fraternals 
and life and accident companies which 
collect premiums monthly, semi-monthly 
or weekly. The big, sound, highly taxed 
insurance companies specializing in in- 
dustrial insurance have not taken advan- 
tage of the loopholes in the Pennsylva- 
nia law exempting them from standard 
provisions on the industrial policies and 
they have their contracts on file. 

“These legitimate insurance companies 
pride themselves on issuing policies bet- 
ter than the law requires,” he says. 
“But,” he continued, “the undesirable in- 
surance organizations are taking full ad- 
vantage of the loophole in the Pennsyl- 
vania law.” 

Continuing he says: “The illegitimate 
concerns flourish with immunity from the 
law and successfully contest policies no 
matter how long they may have been in 
force. They are able to do this merely 
because they take care to collect all their 
premiums on a weekly, semi-monthly, or 
monthly basis, and, therefore, claim all 
the unfair advantages conferred upon 
them by the exceptions in Sections 410 
and 411. 

Overburdensome Regulations 


“The stringent, and in many cases un- 
necessary, and overburdensome regula- 
tions, provided in the law for the big, 
financially solvent insurance corporations 
have given the public a false sense of 
security in the belief that all insurance 
is insurance. The public is not aware 
of the fact that most of the cheap sub- 
stitutes offered for genuine insurance is 
not insurance at all and is exempt from 
the laws applying to genuine, sound in- 
surance. Pathetic letters of appeal 
reaching the Insurance Department, al- 
most daily, make it plain that few peo- 
ple realize the fact that merely by paying 
their premiums weekly, semi-monthly or 
monthly they have placed themselves be- 
yond the provisions of the insurance laws 
and are dependent entirely and solely 
upon the character of the company in 
which they have insured. 

“Too late, many of them discover then 
that they are not insured in one of the 
big legitimate companies which have 
valued their business reputation too high- 
ly to take advantage of Pennsylvania’s 
incontestability clause. One of the un- 
desirable companies is on record with 
the Department as maintaining its right 
under the Pennsylvania law to contest a 
policy which has been in effect for more 
than four years. Another company 
maintained its right to contest a policy 
which had been in effect for fifteen 
years. 


Only Alternative Is to Sue 


“The alternative of the policyholder in 
a case like this is to sue. The com- 
pany which claims the right to contest 
at any time under the Pennsylvania law, 
present their victims with an ultimatum 
under which they must accept a small 
settlement or sue. Of course, the poor 
industrial policyholders cannot sue. The 
body is in the house. The undertaker 
will not open the grave without money 
in hand. A lawsuit will run two or three 
years through the courts. Naturally the 
victim of Pennsylvania’s industrial insur- 
ance policy law accepts a $300 or $400 
settlement for a $1,000 policy on which 
premiums have been paid at the $1,000 
rate. 

“The greatest insurance hardship vis- 
ited on the people of Pennsylvania of 
today, however, is due to the so-called 
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beneficial societies and fraternal orgami- 
zations which are almost entirely im- 
mune from all the law restrictions, _ 
guards and regulations thrown a 
the business of the sound and solvent 
: companies. : 
ey of these alleged beneficial so- 
cjecies and fraternal orders are merely 
thinly disguised confidence schemes, op- 
erated solely for the benefit of the pro- 
moters and absorbing as high at 82% 
of their total premium income in sala- 
ries, commissions and management ex- 
penses paid to the promoters and their 
associates. Without paying taxes, with- 
out even paying license fees for their 
agents, but paying merely $20 a year for 
the privilege of filing their annual state- 
ment with the Insurance Department, 
there frauds have continued the pretense 
that they are under “State supervision 
and control” like the big insurance com- 
panies and have exploited the poorer 
classes in the most unconscionable man- 
ner. Many of the so-called fraternal 
organizations maintain only the sem- 
blance of a lodge system so that it may 
claim all the immunities and privileges 
granted to genuine fraternal organiza- 
tions. : 

“Some fraternal organizations which 
for years maintained the fallacy that 
their inadequate rates were sufficient and 
that new and young members would take 
care of the ever-increasing mortality 
among the older members are today en- 
deavoring to increase their rates to place 
themselves on a solvent basis, says Mr. 
Barfod. “In these organizations which 
are making belated efforts to undo the 
harm they wrought for many years by 
preaching against sound, legitimate in- 
surance principles, the unhappy members 
are facing a problem to which there is 
practically no solution. The rates nec- 
essary now to place the old deluded 
members on a solvent basis are so high 
that they are practically beyond their 
means. They no longer have the earning 
capacity of their younger years and are 
left only the choice of somehow or other 
raise, or borrow, the money for the ex- 
orbitant rates required from them at. the 
age of- sixty-five or seventy, or accept 
a reduced policy which furnishes them 
little, or no insurance protection. They 
are no longer able to purchase sound in- 
surance from legitimate insurance com- 
panies and in most instances are obliged 
to permit themselves to be segregated in 
a class in which the amount of insurance 
they may collect is dependent upon the 
amount of assessments that can be col- 
lected from members in the same class, 
at the same age, situated in the same 
unfortunate position as themselves. 

“This is an insurance emergency which 
reaches into every county of the State 
where thousands upon thousands of 
families are victims of the delusion un- 
der which fraternal insurance societies 
were exempted from complying with the 
laws regulating insurance and making an 
insurance policy something more than a 
scrap of paper, subject to reduction or 
repudiation by a ‘supreme,’ ‘exalted’ or 
‘grand’ board of governors, under by- 
laws prescribing signs and passwords, in- 
stead of rates and reserves. 

Calls for Legislation 


“This emergency calls for legislation 
to compel insurance organizations of 
whatever kind or character to conduct 
their business along sound insurance 
principles. It calls for an end to the 
indulgence which has been granted to all 
kinds of heretic insurance theories, 
which, by their fallacies, have deprived 
thousands upon thousands of our people 
of proper insurance protection by divert- 
ing them in their younger years from 
sound insurance to bankrupt insurance 
schemes and leave them naked to the 
world in their old age. 

“Pennsylvania’s four insurance laws 
might prefitably be exchanged for one 
law, covering all forms of insurance, by 
compelling all to live up to sound insur- 
ance principles, under standard policy 
provisions and on the basis of absolute 
solvency. The state would be served 
better by one insurance law interfering 
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"THIS agency has no Goal for Production in 1927. 

It aspires to measure up to the Standards of the 
Great Company it represents and to render All who 
come in contact with it, 





—Organized Service— 


The Keane-Patterson Agency 


MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 
225 West 34th Street, New York City 


cooperation 


Telephone: Chickering 2383-7 














as little as possible with the legitimate 
insurance business and making it as diffi- 
cult as possible to organize or operate 
any insurance scheme, not complying 
with the law applying to legitimate in- 
surance. This would be a vast improve- 
ment on four insurance laws as we have 
them today, with cumbersome regula- 
tions, for the legitimate insurance busi- 
ness and every possible accommodation, 
exemption, and special provisions for 
those who cannot, or will not, comply 
with the laws regulating sound insur- 
ance.” 





FORTIETH ANNIVERSARY 





Bankers Life of Nebraska to Have Three 
Days’ Celebration in February; 
Has $117,000,000 in Force 


The Bankers Life of Nebraska will 
celebrate their 40th anniversary at the 
home office in Lincoln, February 9, 10 
and 11. 

There will be discussed during the 
three days of the convention the every- 
day problems of the man in the field, as 
well as the methods and practices of 
the company. 

Representatives have qualified from 
each of the sixteen states in which they 
are operating and it is very evident that 
this celebration will be the largest con- 
vention ever held in the history of the 
company. 

The Bankers Life of Nebraska has 
made steady progress during the past 
year, both in agency development and in 
volume of business. The close of the cal- 
endar year will show approximately 
$117,000,000 of insurance in force. 





TO HOLD AGENCY GATHERING 

An agency gathering of the Sun Life 
will be held at Mackmai Island, Mich., 
on September 6 to 10, 1927. The party 
will go by steamer which will leave De- 
troit on the morning of September 6 for 
a 22-hour cruise. 
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DUNSMORE AGENCY 





43 Men Bring In 110 Apps. In One Day; 
Analysis Tells Methods of 
Getting Business 
The members of the Wm. J. Duns- 
more agency of the Equitable Society 
came through 100% on Loyalty Day and, 
with every man producing something, 
forty-three men brought in 110 apps. for 

$784,000 of business. 


The leaders were as follows: Glenn B. 


Dorr, W. Curtis Nicholson, Arthur R. 

Knott, William A. Latshaw, James B. 

Butler. 
On 


December 20, Mr. Dunsmore’s 


27th birthday, agents surprised him by : 


bringing in twenty-seven apps., for a 
total of $254,750. 

The men, in order to make their 1927 
allotment more valuable, have analyzed 
their 1926 records in accordance with 
the following chart and have set their 
quotas with a thought of keeping this ex- 
perience in mind. It is easier for a man 
to increase his business from year to 
year if he analyzes where he gets it from 
and which channel produces the best re- 
sults for him. 

Agent—John Jones 
METHOD— 

1—Personal. 

2—Cold Canvass. 

3—Telephone Medicals. 

4—Telephone appts. 

5—Center of Influence (social con- 

tracts). 

6—Endless Chain. 

7—Old Policyholders. 

8—Circularizing. 

Number of letters. 
9—Helping other agents. 





SPEAKS AT KANSAS CITY 
Frank W. Pennell, of the Life Insur- 
ance Associates of New York, was one 
of the principal speakers at the fifteenth 
annual convention of the Business Men’s 
Assurance Co., which was held this week 
at Kansas City. 
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Springfield, Massachusetts 








Seventy - five Years Ago 


the Massachusetts Mutual Life Insurance Company was organized by a 
group of men with unusual foresight. They conceived an organization that 
would create a personality of strength and friendliness, and conduct its 
affairs so as to win and hold the confidence of policyholders. | 


During all these years this institution has faithfully maintained the spirit 


of service inaugurated at its birth. To-day it ranks with the best com- 
' panies in the country and is known throughout the land as 











The Company of Satisfied Policyholders 
JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


Organized 1851 


A 


Pinchot Suggests That 
Fisher Retain Barfod 


PRAISES HIS ADMINISTRATION 





Says It Has Attracted Attention of 
Entire Country; Clearing Up the 
Insurance Business 





Governor Pinchot of Pennsylvania, in 
his farewell message to the Pennsylvania 
Legislature Tuesday, paid tribute to In- 
surance Commissioner Einar Barfod as 
a “fearless and intelligent” official, whose 
work in reorganizing the department and 
investigating companies since taking 
office last August “has attracted the at- 
tention and earned the commendation of 
the legitimate insurance interests of the 
entire country.” 

He also made an indirect plea for re- 
tention of Barfod as commissioner under 
the administration of Governor-elect 
John S. Fisher, who takes office January 
18. He told the Legislature that if Bar- 
fod’s work “is carried forward vigorous- 
ly and without political interference, 
Pennsylvania will become as famous for 
the honesty and soundness of its insur- 
ance business as it today is tor the hon- 
esty and soundness. of its investment 
banking business.” 

Continuing, he said: 

“The work of the reorganized Penn- 
sylvania Insurance Department has at- 
tracted the attention and earned the 
commendation of the legitimate insur- 
ance interests of the entire country. 

“To complete the clean-up in the in- 
surance business, the Insurance Depart- 
ment needs legislative assistance. Proper 


action on your part will make it as safe § 


for the people of Pennsylvania to insure 
as it has already been made safe for 
them to invest.” 





EUGENE F. McDONALD 

Eugene F. McDonald, formerly man- 
ager of an insurance agency in Lexing- 
ton, where he was a social figure, but 
who is serving a life sentence at Eddy- 
ville State Penitentiary for murder, 
wants to return to the state capitol at 
Frankfort, where the murder was com- 
mitted, as Governor of the state. Mc- 
Donald has petitioned Governor W. J. 
Fields for a hearing of his application 
for a pardon. He has served about ten 
years and hopes to make the race for 
Governor in the primaries next August. 
He intimates in his petition to Governor 
Fields, whom he seeks to succeed, the 
present administration might be opposed 
to his release because his “candidacy 
would interfere” with candidates “they 
may have picked for Governor.” Mc- 
Donald asserts he was convicted on cir- 
cumstantial evidence in 1916 of the mur- 
der of William R. Dabbs, insurance 
agent. Dabbs was shot to death June 
16, 1916. McDonald was arrested a few 
days later. He has always protested in- 
nocence. 





METROPOLITAN LOANS 


The Metropolitan Life in 1926 broke 
all its previous housing loan records by 
authorizing 22,150 loans for a total of 
$141,682,337 which exceeds the 1925 fig- 
ure by approximately $40,000,000. The 
greater number of loans were made out- 
side of greater New York. At the close 
of 1926 the company had completed seven 
years in which it has followed the pol- 
icy of loaning on apartment houses and 
one and two family dwellings, and, in 
the period since January 1, 1920, the 
total number of housing loans has been 
74,048 aggregating $485,469,156. 





A. L. C. DELEGATES 
H. M. Woollen, president of the Am- 
erican Life Convention, O. J. Arnold, 


‘president of the Northwestern National 


Life, and Claris Adams, secretary and 
general counsel, represented the Ameri- 
can Life Convention at the meeting of 
the Association of Life Insurance Presi- 
dents. 
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Fifty Clubmen In 
Martin T. Ford Agency 


CLOSES YEAR WITH $16,000,000 





Gain Over 1925 Is 8%; a New Man 
Writes Fourteen Cases in 


a Few Weeks 





The Martin T. Ford agency of ~ 
Equitable Life Assurance Society, in t 7 
Metropolitan district, has had the —_ 
successful year since it was star a 
Final figures show that the agency pal 
for a little over $16,000,000 for 1926, an 
increase of 8% over the prior years 

es. ; 
aerhie organization was the leading = 
in the Metropolitan district for t . 
month of November and also led a 
other agencies for the first eleven 
months of last year in paid-for business. 
There are fifty consistent producers in 
the agency, according to L. Einstein, 
er. : 
Saale of the record of his a 
other day to a representative of es 
Eastern Underwriter, Mr. Einstein of : e 
agency remarked: “We have had fifty 
men this year who have qualified for 
Club membership which means that ape 
must have produced at least $100,000 o 
business, $3,600 in premiums and writ- 
ten not less than twelve cases. bape 
does not mean, however, that some 0 
these men have not written considerably 
more business than that. There are 
some in this group that have paid for 
a million of business and several that 
have paid for a half million. _In other 
words, we may say conservatively that 


F we have fifty consistent producers in this 


organization which, I believe, is no mean 
record.” 
Emil Newman’s Success 

One of the most promising producers 
in the organization is Emil Newman, a 
new member of the agency staff. Al- 
though he has been but five weeks in 
the insurance business he has qualified 
for the $100,000 Club by writing fourteen 
cases. These cases were written during 
the time he was attending the Martin T. 
Ford sales school. He is. 35 years of 
age and had no training in. life insur- 
ance prior to joining the Equitable. The 
remarkable feature of his record is that 
he has written almost every form of pol- 
icy, including annuities. 


The Travelers In 1926 


The principal figures of the Travelers 
for 1926 follow. The gains are in round 
figures, in each case being somewhat in 
excess of the figure given: 

New life insurance ~ for .$1,021,000,000 








ain. pipe a 
i ife Premiums....... 83,830, 
a Gain 10,050,000 
Paid Accident and Health 
lei... eee Coe Pree y" 14,070,000 
Gain aaa 
Paid Liability Premiums... 6,360, 
' Gain. 930,000 
Paid Automobile Casualty 
PreRe tavesewes cuales 21,330,000 
Gain. 2,210,000 
Paid Compensation Prem... 22,800,000 
Gain. 2,530,000 
Paid Plate Glass Prem..... 920,000 
Gain. 43,000 
Paid Boiler Premiums...... 840,000 
Gain: 20,000 
Paid Machinery, Fly Wheel 
and Misc. Premiums..... 500,000 
Gain 83,000 
Paid Burglary Premiums... 2,500,000 
ain. 350,000 
Paid Automobile Fire and 
Theft Premiums ......... 1,140,000 
Gain. 650,000 
Paid Fire, Tornado and 
Misc. Premiums ......... 6,520,000 
Gain. 5,520, 
Total Premium Income..... 160,840,000 
Gain 23,450,000 
Total Income ...........++s 179,960,000 
Gain. 22,290, 








AGENT for the city of 








TWo 
NEW ENGLAND OPPORTUNITIES 
FOR LIFE INSURANCE MEN 


The advertiser, a progressive life insurance 
company, more than half a century old, wants a 


good organizer for MANAGER or GENERAL | 


BOSTON, MASS. 
also 


For the state of 
CONNECTICUT 


Company generally considered among leaders 
of life insurance institutions. 
qualifications for such a connection, address, 


New England, Box 1054 
The Eastern Underwriter 
86 Fulton Street, New York, N. Y. 


For details, giving 





.O. French and Albert S. Guthman. 











PROTEST FROM D. C. HAFFLEY 





President of Fort Wayne Association 
Against Group Writing Through 
Home Officials 
W. R. Collins, president of the New 
York Association of Life Underwriters, 
received a telegram this week from Don 
C. Heffley, president of the Fort Wayne 
Association of Life Underwriters, which 

read as follows: 

“The Fort Wayne Association of Life 
Underwriters protests against the over- 
head writing of group or other insurance 
through home office officials or employes 
as a discrimination against business not 
so written. 
system by destroying its morale. What- 
ever injuries the agency organization di- 
rectly destroys the foundation on which 
insurance as an institution rests. Urge 
_— to take positive action to stop this 
evil.” 

Mr. Collins immediately replied to the 
message, informing Mr. Heffley that he 
had: requested a hearing of Insurance 
Commissioner Beha several days before. 
He also said he understood a hearing 
had been granted the companies and that 
a satisfactory adjustment of the matter 
had been reached. Mr. Collins forward- 
ed a copv of the telegram to Commis- 
sioner Beha. 


It will disrupt the agency 


i “\PF4% his 


MOORE & SUMMERS 





Twelve of Their Organization Got Com- 
pany Medal In 1926 For Minimum 
of $300,000 Paid For 

The fact that Moore & Summers, who 
run the Home Office agency of the New 
England Mutual Life in Boston, closed 
the year in excess of $12,000,000 of new 
business gave pleasure to quite a lot of 
people. 

Robert W. Moore, Jr., and Merle G. 

Summers of this general agency are not 
only well known but well liked. 
__ There are two remarkable things about 
this record. First, $8,502,000 was pro- 
duced by their own full time organiza- 
tion, only $3,525,000 coming from out- 
side brokers. Second, twelve of their 
own organization got the company medal 
for a minimum of $300,000 paid for busi- 
ness during the year, not including Mr. 
Summers and Mr. Moore. ‘ 





BUFFALO HOLIDAY PARTY 

The Buffalo Life Underwriters enjoyed 
its first Christmas party in the Hotel 
Statler. It was a complete success. 
Members of the association were accom- 
panied by members of their families and 
it was a very cordial gathering. Enter- 
tainment provided by Charles Adams and 
talented daughters, 








next year. 








Write for details. 


Box 1053 


THE EASTERN UNDERWRITER l 
86 Fulton Street, New York, N. Y. 


| GENERAL AGENTS WANTED 

An Eastern Company writing Life insurance at low 
guaranteed rates and personal Accident and Health in- 
surance plans to establish several offices in Ohio early 
A splendid opportunity for a few good men. 
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Goes $2,500,000 Beyond 
Its Quota For 1926 


$11,500,000 RECORD OF L. LANE 





Equitable Society Agency in New York 
Has Built Up Enviable Organization 
In Its 10 Years 





The Louis Lane Agency, representing 
the Equitable Life Assurance Society in 
New York, set such a hot pace last year 
that it tallied $11,500,000 paid-for busi- 
ness which was $2,5500,000 in excess of 
its quota. In ten years’ time Mr. Lane 
has built up his organization from a 
$900,000 a year production to its present 
enviable position. 

Outstanding among the agency’s pro- 
ducers are David Friedman, Ralph G. 
Engelsman, Robert M. Stevenson, Frank 
Mr. 
Friedman, whose specialty is cold can- 
vass, closed 1926 with $1,505,000 in paid 
business while the four other leaders 
mentioned all went beyond the $500,000 
paid-for mark. 

Mr. Engelsman, who is 28 years old, 
not only sells life insurance but teaches 
at New York University three days a 
week and two hours each day. He is 
the personification of the well-balanced 
life insurance man, having the ability to 
sell as well as teach.. Mr. Stevenson is 
another cold canvass specialist who had 
a creditable score of $675,000; Mr. 
French’s record of $511,000 was note- 
worthy especially since he has been in 
the business only two years. Mr. Guth- 
man is another cold canvass writer who 
was formerly a merchandise buyer. 

The Louis Lane Agency has its own 
association whose president is Mr. Fried- 
man. This association observes all anni- 
versaries of its members, takes care of 
Christmas presents, and in addition con- 
ducts the agency meetings and arrariges 
for outside speakers. At the Christmas 
dance which it gave December 24, there 
were 125 Christmas gifts on the tree. 

The agency has 36 club members con- 
sisting of one in the million dollar corps; 
four in the half million dollar corps; ten 
in the quarter million dollar corps, and 
twenty-one in the century corps. The 
quota for 1927 is $11,000,000. Mr. Lane’s 
three unit managers are Milton W. Hel- 
ler, Abraham L. Rosenstein and William 
J Raftery. 





BOOKSTAVER LUNCHEON 





Arthur J. Frith Guest of Honor; Agency 
Closed Year With $4,000,000 Pro- 
duction in December 


The Joseph D. Bookstaver agency of 
the Travelers gave a New Year’s lunch- 
eon at the Hotel Pennsylvania on Mon- 
day, the guest of honor being Arthur J. 
Frith, assistant superintendent of agents 
of this territory, in testimonial of whom 
the general agents of the Travelers in 
New York City staged a week’s business 
getting campaign during which $8,000,000 
was written. Of this the Joseph D. 
Bookstaver agency wrote $1,500,000. 

Mr. Frith made a speech predicting 
optimistic results for 1927 and praising 
the position of the Bookstaver agency in 
the Travelers community. He read the 
Travelers’ results for 1926. 

The Bookstaver agency, which paid for 
$21,000,000 in 1926, wound up December 
with $4,000,000. Mayer Kessler and 
Mayer Angstreit were the leaders. 





TO SAIL AROUND THE WORLD 

After spending the holidays in the 
East, Frederick White, president of 
White & Odell, Inc., Minnesota state 
agents for the Northwestern National 
Life, sailed January 1 from San Francis- 
co for a trip around the world on the 
steamer Belgenland. of the Red Star 
Line. The party will visit the Hawaiian 
Islands, Japan, China, the Philippines, 
Dutch East Indies, Malay States, India, 
Ceylon, Egypt, Palestine, Italy, the Ri- 
viera, Spain, and will return to New 
York April 24. 
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THE CHANGING ORDER 


Few people realize how completely the age of individuality in living has passed away. 


Not so long ago the farmer raised everything that his family ate, except sugar, 
tea and coffee, and some made their own sugar and a coffee of sorts. 


He and his wife and the boys and girls manufactured nearly everything they wore. 
That was independence, but it made life hard and narrow. 


At first slowly, then very rapidly, the great change has come. Everybody is a 
specialist, and everybody depends on others. Life has become co-operative.. 


As a result the producing individual becomes increasingly powerful and valuable. 
But tragedy and disaster usually follow his premature death or disability. 


Through death or disability the producer defaults in the co-operative contract and, 
so far as his dependents are concerned, the entire social program breaks down, unless 
the value of the worker can in part be translated into cash, enabling dependents to go 
on with the contract. 


This calls for a co-operation which outreaches both disability and death. 
Life Insurance on the mutual plan outreaches both death and disability. 


For the mass of men who die in their producing years, with few assets except 
their earning power, Life Insurance is as necessary as water under a ship or steam behind 
the piston rods of a locomotive. 


, 7 Se 
Society would have had to invent Life Insurance as it progressed into the era of co-oper- 
ation had Life Insurance as a matter of fact not illustrated and applied the principle of 
co-operation long before it appeared in industry and living. 


LIFE INSURANCE IS THE INDISPENSABLE COROLLARY OF THE 
MODERN PROGRAM OF LIFE. 


It has preached and prophesied for many years. 
To its claims men now listen gladly. 


Its growth in recent years has been marvelous; but as expressed in its balance 
sheets and in its outstanding insurance, it still pitifully fails to express the value of 
human life. Pe aes 


It is nevertheless unmistakably changing the picture of society. 


It is the sinking fund which meets the demands of death—the obligations that mature 
with the passing out of every worth-while life. 


Think about these truths. 

Recognize the new order. 

Put yourself in harmony with it. 

See one of our ten thousand agents. He will complete the story. 


NEW YORK LIFE INSURANCE COMPANY, 
DARWIN P. KINGSLEY, President. 
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Practical Suggestions to Helpthe Man With the Rate | 
Book Increase His Income and General Efficiency 


Duty cannot be di- 


To The vorced from sonship, 
College says the Penn Mu- 
Student tual Agency Bulletin. 


Many parents make 
heavy sacrifices to send their sons to col- 
lege and equip them for their lifework. 
Life is a battle for such parents. Fre- 
quently they are well on toward middle 
life, and, although their sons may not 
know it, these parents are taking chances 
with their own old age in order that their 
boys may have a strong start. Duty, 
and filial affection, intimate that by 
means of life insurance a son should 
recognize his obligation to his parents 
and make sure that if anything happens 
to him before he reaches earning capac- 
ity, they shall not be required to bear 
both the cost of his education and the 
expenses occasioned by his demise. 


When college graduates leave college 
they take their places in the working 
world, where they will shoulder a man’s 
responsibility, be actuated by a man’s 
ambitions, and will be subject to the im- 
mutable laws of success and failure. They 
will find that life insurance is universal- 
ly regarded as a necessity, not alone 
because it safeguards a man’s wife and 
family, but because, also, it is an ac- 
knowledgment of respect for obligations. 
Respect for oblirations is the foundation 
of credit in times of emergency or in 
times of opportunity. The young man 
who realizes this fact before he enters 
on his life’s duty, and acts upon it, has 
laid one of the foundation stones of suc- 
cess. Also, he buys at the lowest figure, 
and he obtains the lowest figure because 
he is young. 

Every father wishes, when he has 
reached middle age, that he had taken 
twice or thrice the amount when he was 
young. 

This company has several plans for 
mecting a young man’s needs. 


 &. * 
It’s the end of the 
What Did year—it’s time to 
You Do take stock, check up, 


With 1926? see what you have 
accomplished, what 
you have not, strike a balance, says the 
Volunteer State Life. 

Take a day off, forget the little things 
you have to do, lock the door and go 
into executive session—you’re the auditor 
yourself. Ask yourself some pertinent 
questions and demand. straightforward 
answers—listen to explanations but pay 
ho attention to excuses. 

Have I accomplished what I set out to 
do at the beginning of the year? If 
hot, why? 

Have I placed as much insurance as I 
could and as my associates and friends 
elieve I have. If not, why? 

Has my name appeared each week 
among the producers? If not, why? 

Have I carried my just proportion of 
the load with the company? If not, 
Why ? 

Have I presented life insurance to as 
Many people as I could? If not, why? 

Have I convinced as many of them as 
I should? If not, why? 

Have I improved my standing in the 
Community? If not, why? 

Have I made my financial situation 
More secure? If not, why? 





Have I given myself and my family 
some of the pleasures and luxuries I 
promised? If not, why? 


Look in the big book. On the debit 
side you will find charged against you 
what you are capable of doing—in the 
other column what you have accom- 
plished. Is the difference in red or 
black? If in red, why? 

If, after thoroughly catechising your- 
self, you are almost angry enough to 
fight; if you feel like some one has 
slipped up behind you and touched a 
match to your toy balloon; if you’re say- 
ing, “Damn that fellow who asked all 
these questions”; if you’re looking for 
one of the latest improved self-acting 
kicking machines—then you have the 
right perspective—you’re ready to start 
1927 with a bang, and believe me, you'll 
accomplish more during the year than 
you ever dreamed of. 

* ££ 2 


The same publica- 


Need Not tion mentioned above 
Die To says that lots of peo- 
Win ple have the foolish 


notion that in life in- 
surance you must “die to win.” And, be- 
lieving it, without ever digging in to find 
out about it, they deprive themselves of 
the greatest financial help that is known 
to modern times. You don’t need to die 
to win! But, even if you did, isn’t it bet- 
ter to win, for your family, when you die, 
than not to win at all? _ 

Life insurance will put money in your 
pocket, by compelling you to save—real 
money, cash money, just like any other 
money. It isn’t an expense. And while 
it is doing that for you it will make sure 
that your wife shall not want, the home 
shall not be lost to her, her children shall 
not go without an education. if anything 
happens to you. And it will do some- 
thing else for you—if you become totally 
and permanently disabled before age 60, 
it will pay you a lifelong Monthly In- 
come, in addition to what it will do for 
your family after you have gone. 





MADE J. E. HALL’S ASSOCIATE 


D. B. Adler Will Run His Own Office in 
1927 as Associate General Agent, 
Penn Mutual 

J. Elliott Hall, general agent for the 
Penn Mutual Life, New York, has an- 
nounced the appointment of D. B. Adler 
as an associate general agent. Mr. Adler 
will open an office of his own for the 
development of a life insurance agency. 
This agency will be a subsidiary of the 
J. Elliot Hall Agency but will operate in- 
dependently in all respects except that of 
collecting premiums which will be han- 
dled by the parent agency. The location 
of the office has not been definitely de- 
termined, but it will be somewhere up- 


town. 

Mr. Adler has had eight years’ expe- 
rience in the agency end of the life in- 
surance business. Immediately following 
his discharge from the army in 1919, he 
joined the L. A. Cerf Agency of the Mu- 
tual Benefit Life in New York in the 
capacity of supervisor. Subsequently he 
taught the class of new men for the 
Cerf Agency, and assisted in the selec- 
tion of new agents. 





In November, 1919, Mr. Adler was 
placed in charge of the 40th Street office 
of Cerf’s Agency where he was associ- 
ated with Donald Keane, now general 
agent for the Massachusetts Mutual in 

ew York, with the Keane-Patterson 
Agency. 

He first attracted attention by his 
achievement at this branch. In 1919 the 
office had done $1,500,000 in paid volume. 
In 1921, the second year under the Adler 
management, the volume had crept up to 
$5,500,000. 

In the Spring of 1922 Mr. Adler re- 
signed from the Cerf Agency and later 
became office manager for Hall & Mc- 
Namara, general agents for the Penn 
Mutual Life. In September, 1924, when 
J. Elliott Hall was appointed to succeed 
the partnership, Mr. Adler affiliated with 
Mr. Hall. His success in selecting, train- 
ing and supervising agents for the Penn 
Mutual Agency has earned him this ap- 
pointment as associate general agent in 
charge of a branch of the J. Elliott Hall 
Agency for the Penn Mutual. 

Mr. Adler is a graduate of Lafayette 
College and a member of the Kappa Sig- 
ma Fraternity. His home is in Summit, 
N. J. He will be succeeded by Harold 




















A. Smith as agency manager. Mr. 
Smith has been with the new business 
department at the home office of the Mu- 
tual Benefit Life and brings to the J. 
Elliott Hall Agency a life insurance ex- 
perience of thirty years. 





GEORGE A. CHASE DEAD 


George A. Chase, president of the 
Home Friendly Insurance Co., of Balti- 
more, died last week. He was 64 years 
old. He is survived by his wife, one 
daughter arid two sons. 


DOES WELL WITH GROUPS 


On the heels of the accomplishment 
of Edward J. Kennedy, an agent at Chi- 
cago, who broke the record for the num- 
ber of individual life insurance policies 
written in one day by obtaining 159 be- 
tween midnight and 10 o’clock on Decem- 
ber 1, George W. Haverstick, Travelers 
agent at Waukesha, Wis., obtained six 
group life and three group accident and 
sickness applications between December 
17 and December 20. accordirtg to a tele- 
gram received in Hartford. 

Haverstick’s feat, Travelers officials 
said, is remarkable in that Waukesha 
has a population of only 15,000. 











THE BERKSHIRE LIFE INSURANCE COMPANY 


founded in 1851, has just completed its Seventy-Fifth Anniversary, with a substantial increase 


in new business over 1925. Ill previous records have been shattered. 


This great expansion 


is due in marked degree to the splendid spirit of co-operation between the Home Office and the 


Field Force. 


M:a coatenolatiag entering the life insurance business would do well to communicate with 
this fine old Massachusetts company before deciding. 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 

















NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 
Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 
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A LOYAL, EFFICIENT AGENCY CORPS 


Back of the success of a life insurance company is a 
force of enthusiastic men and women in the field, following 
a vocation they like and serving a company in which they 
Their value to their respective 
communities and their own individual success stand upon 
the service their company renders to its constituent mem- 


have- confidence and pride. 


bers—the proving test. 


The Mutual Life of New York, the first American legal 
reserve mutual life insurance company, has for eighty-three 
years met the proving test of service to its members. To-day, 
this Company’s high prestige accorded to public service and 
achievement is upborne and carried on by loyal, efficient and 


contented field workers. 


They have unsurpassed contracts and facilities to offer 
to their public—all standard forms of insurance (ages 10 
to 70) and annuities, both for men and for women; Disability 
and Double Indemnity Benefits; policy loans in branch agen- 
cies, and all other features of service the Company deems 


justified. 


They take a pride in building greatly upon a great past— 
a loyal, efficient agency corps successful for the Company 


and for themselves. 


Those who contemplate life insurance field work as a 
vocation are invited to write to 


The Mutual Life Insurance Company 
of New York, 


34 NASSAU STREET, 














NEW YORK, N. Y. 
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Northwestern Mutual 
Men In Session Here 


M. J. CLEARY TALKS AT BANQUET 
Percy Evans, C. H. Parsons, Norman R. 
Hill, W. F. Atkinson, J. J. Hughes, 

J. P. Davies and Others Speak 





The twelfth annual convention of the 
agencies for the New England, Middle 
Atlantic and South Atlantic States of the 
Northwestern Mutual Life was held at 
the Hotel Pennsylvania this week. M. J. 
Cleary, vice-president, was the principal 
speaker at the banquet on Monday night. 
At a luncheon conference on Tuesday 
Norman R. Hill of Harrisburg was chair- 
man and Charles H. Parsons, superinten- 
dent of agencies, spoke on “The Chal- 
lenge of Life Insurance Salesmanship.” 

At the Monday morning session Her- 
bert L. Smith of Harrisburg presided; 
at the afternoon session E. H. Earley of 
Brooklyn was in the chair. Clyde O. 
Law of Wheeling presided at the Tues- 
day morning session. 

Speakers 

Among the speakers were John J. 
Hughes and John P. Davies, assistant 
superintendent of agencies; Percy H. 
Evans, actuary; W. F. Atkinson, Brook- 
lyn general agent; W. E. Rowley of 
Newark, and a talk on the policyholder 
was delivered by Martin L. Davy, Ohio 
congressman, who at the last convention 
of the National Association of Life Un- 
derwriters made an address. 

Mr. Rowley said that one of the most 
successful methods in selling life insur- 
ance was to tell the prospect of his ac- 
tual needs. Many a sale was lost in 
saying too much. Studying the prospect 
and knowing what to say at the right 
time was one thing the agent should al- 
ways keep in mind. 

Congressman Martin L. Davey of Ohio 
kept the delegates in roars of laughter 
for more than ten minutes by telling 


funny stories. He stated in part that 
“service is the thing that sells more in- 
surance than the strong arm method. It 
is the one thing that will make people 
buy, and naturally a satisfied policyhold- 
er will pass the good news along and 
make other policyholders for any com- 
pany. Competition should always be on 
the level and if it is not it is bound to 
lose out. 

He then related how the Davey Tree 
Expert ‘Co., of which he is president, 
was forced to combat three other firms 
in the same line, who were using meth- 
ods that were not ethical, and in time 























year, the trend is upward. 


cessful career. 








The Foundation Is Here 


N building a fine, lasting, structure, one looks to the foundation 
first. For a successful life insurance structure the foundation is 
financial. strength. The Guardian, today, ranks as one of the 
strongest of the financially strong companies, due to its consistently 
maintained policy of progressive conservatism. 


Backed by its great financial strength, The Guardian has enjoyed 
an unusual growth in these past several years. New paid business in 
1925 showed an increase of nearly 50 percent over 1924, and again this 


Knowing that the growth of the Company and that of its fieldmen 
are interdependent, The Guardian offers a practical plan of Home Office 
co-operation which insures the greater success of its agents. A complete 
and original training course is provided. A Prospect Bureau that de- 
velops genuine dollar-and-cents prospects is maintained on a basis that 
affords the fieldman upwards of 400 percent profit on the commissions 
derived from this source. Modern methods of advertising, serving both | 
the prospect and the policyholder, create and hold good-will. To men 
of the right calibre, The Guardian offers the foundation for a suc- 


T. LOUIS HANSEN, Vice-President 


_ THE GUARDIAN LIFE INSURANCE COMPANY 
OF AMERICA 
Founded 1860 under the Laws of the State of New York 


50 UNION SQUARE, NEW YORK 

















SAMUEL O. BUCKNER RESIGNS 





Gives Up Presidency Milwaukee Art 
Institute; Well Known In Insurance 
Circles; Newspapers Laud Work 

Samuel .O. Buckner, inspector of 
agencies in Milwaukee for the New York 





= 





were forced to give up business and his 
firm was now the only one of its kind in 
the State of Ohio. Incidentally it was 
stated that Congressman Davey, who 
carries $1,050,000 life insurance, was one 
of the most heavily insured men in the 
State of Ohio. 

Charles H. Parsons, superintendent of 
agencies, laid particular stress on what 
the agent should know and how to say 
it in language that the prospect can un- 
derstand. At the close of the speech 
the delegates rose and gave three hearty 
cheers for the speaker. 








Pennsylvania. 


COAL AND STEEL 


These two vital factors in industry are both ‘produced in eastern 
Business is good and promises well for the future in 
eastern Pennsylvania in coal and steel and life insurance. 


One of the long established agencies of The Lincoln National Life is 
located in the heart of this district with three experienced life insurance 
men available to give personal support wherever needed in the territory. 


District Agency opportunities are now open in Berks, Schuylkill, 
Columbia, Northumberland, Carbon and Monroe Counties. 
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The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 
Lincoln Life Building 


More Than $450, 000,000 in Force 





Fort Wayne, Indiana 





Life, has resigned as president of the 
Milwaukee Art Institute, and also as a 
member of the board of trustees. For 
sixteen years Mr. Buckner has been head 
of the institute and has been instru- 
mental in making the institute a prosper- 
ous and valuable one for Milwaukee. He 
contemplated making the change some 
two years ago, but owing to a change 
of the director decided to continue until 
a more opportune time. 


In commenting upon Mr. Buckner’s 
resignation the Chicago “Evening Post” 
says that: 


“Wherever Mr. Buckner may travel 
the interests of the art school and the 
museum of which he was intimate will 
follow him. Friends afar will not forget 
the spirit of the arts that he fostered, 
and wishing him satisfaction in whatever 
he may pursue, remember that his en- 
couragement for its undertaking has 


lighted the way in many a day’s work.” 





Provident Mutual 


Life Insurance Company of Philadelphia 


Pennsylvania 


The Provident has worked out a practical plan 
by which the Home Office, through an Edu- 
cational Supervisor, is assisting in the devel- 
opment of new agents. 





HITS BROKER. AGAIN 





C. Burgess Taylor Of The Northwestern 
Mutual Life, Philadelphia, Asks 
For His Elimination 


C. Burgess Taylor, general agent of 
the Northwestern Mutual Life in Phila- 
delphia, who introduced a resolution at 
the Atlantic City convention of the Na- 
tional Association of Life Underwriters 
which had as its aim the elimination of 
the broker, has written a long statement 
for the insurance papers discussing the 
brokerage situation. He again argues 
that the system of life insurance should 
be confined to “professional life insur- 
ance salesmen.” He thinks the National 
Association of Life Underwriters should 
adopt a resolution similar to that which 
he presented. 

In discussing the broker, he says: 

“The broker recognizes no loyalty to 
the ideals and traditions of any one com- 
pany nor has he any conception of the 
necessity for that constant watchfulness 
required to give clients the full measure 
of service to which they are entitled as 
policyholders, if their life insurance is 
to play the important part in their busi- 
ness and domestic relations of which it 
is capable and for which it is designed. 
In fact, life underwriting has reached 
such proportions in its requirements that 
no man has the time, strength and men- 
tal capacity to do justice to the busi- 
ness if his time is divided with other 
lines of insurance. If one asks for evi- 
dence of this, it will only be necessary 
to inspect lines of insurance placed by 
brokers to learn how the interests of 
policyholders have been neglected by 
failure to arrange settlements that will 
effectuate the desires of the insured, and 
protect their estate from the ravages of 
state and federal taxation. Where 
brokers have placed insurance, as is their 
custom, in any number of companies it 
is impossible for them to have that fa- 
miliar knowledge of company practices 
that is necessary to give the best serv- 
ice to policyholders, and it is because 
this character of work can only be done 
by the life insurance specialist, and in 
the last analysis must be done by him, 
that he resents his general agent or 
manager accepting business from brok- 
ers. If the life insurance specialist is 
the crusader who popularizes the com- 
pany and creates a demand for the busi- 
ness, he is entitled to the commissions 
as compensation for his work. This is 
a fight of professional life insurance spe- 
cialists against those with whom life in- 
surance is incidental to another line.” 





MADE GENERAL AGENT 


S. D. Warner has been made general 
agent of the New England Mutual Life 
and will maintain his office on 43rd 
Street, New York. Mr. Warner was 
formerly one of the large personal pro- 
ducers of the J.. Elliott Hall Agency of 
the Penn Mutual Life in New York. 


Founded 1865 
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From W. Va. Department 
To N. Y. General Agent 


GARNETTE McCORMICK HERE 





Made Unique Record Visiting Agents Of 
State And Adjusting Differences For 
Insurance Commissioner 





Garnette E. McCormick, formerly 


traveling representative of the West Vir- 
ginia Insurance Department, has joined 
the forces of Hart & Eubank, general 
agents of the Aetna Life in New York, 
and will be in the brokerage service de- 
partment of that general agency. ; 

Mrs. McCormick held a unique posi- 








GARNETTE E. McCORMICK 





tion in the West Virginia department 
where she did fine diplomatic work, es- 
pecially in helping to carry out the de- 
partment’s ruling to all agents relative 
to the collection of premiums, the state 
having fixed the time limit with penalty 
for failure to collect on time. Major 
Bond, former state auditor and ex-officio 
Insurance commissioner, sent her to the 
various cities to find out if the agents 
were carrying out the ruling. 

She is a woman of charm and the pos- 
sessor of considerable executive ability. 


CANADIAN CHANGES 








Announcements Made by Metropolitan 
Life Insurance Co. Relative To 
Agency Management Personnel 
The announcement is made by the 
Canadian Head Office of the Metropoli- 
tan Life, of the following changes in 
the field: William Hull, assistant man- 
ager at Ishpeming, Michigan (Sault Ste. 
Marie, Ontario), is appointed assistant 
manager at Barrie, Ontario; Ernest Sa- 
voie, formerly assistant manager at La- 
chine, Montreal, is appointed agent un- 
attached at Outremont, Montreal, P. Q.; 
J. A. Charles Beaudry, assistant cashier 
at Maisonneuve, Montreal, is promoted 
to cashier at Joliette, Quebec; Lucien 
epin, formerly agent at Maisonneuve, 
Montreal, is appointed assistant cashier 
at Maisonneuve; Daniel H. Gass, inspec- 
tor at Canadian Head Office, is ap- 
pointed acting manager, Canadian Terri- 
tory; Murray J. Fischer, manager at 
Saint John, N. B., is appointed general 








AlGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
PRANK J. HAIGHT, President 
INDIANAPOLIS 

Denver Des Moines 


Omaha 








assistant manager, Metropolitan terri- 
tory, N. Y.; Lawrence S. Marsh, assist- 
ant manager at Mount Royal, Montreal, 
is appointed manager at Oshawa, On- 
tario; Nathan Veinish, formerly assist- 
ant manager at Outremont, Montreal, is 
appointed agent unattached at Outre- 
mont; James R. Livesey, agent at Mount 
Royal, Montreal, is appointed assistant 
manager at Mount Royal; Simon 
Dwire, general assistant manager in the 
Canadian territory, is promoted man- 
ager. 





THE EQUITABLE SOCIETY 





Pays For One Billion Twenty Millions 
Exclusive of Additions and Revivals; 
Group $200,000,000 


The Equitable Society paid for $820,- 
000,000 Ordinary business in 1926 and for 
$200,000,000 of group. Its total Ordinary 
and group was one billion twenty mil- 
lions, exclusive of additions, revivals and 
increases. 





ACACIA’S GOOD YEAR 


L»st vear was the best in every respect 
in the history of the Acacia Mutual. The 
placed business was $45,000,000. Insur- 
ence gained was over $30.000.000. Insur- 
ance in force was over $226,000,000. As- 
sets, over $19,500,000. 





Home Office—Jersey City, N. J. 
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The Colonial Life Insurance Company of America 
Industrial Life Insurance— 
Especially Attractive and Favorable to the Insured. 
Ordinary Life Policies— 
All forms of Life, Limited Payment and Endowment, containing attractive 
and novel features, with High Values at Low Cost. 


Give Agents Unusual Money-Making Opportunities 











Officers 
Geo. T. Smith, Vice-President EE. J. Heppenheimer, President E. C. Wise, Treasurer 
Chas. F. Nettleship, 2nd Vice-President S. R. Drown, Secretary 
































New Increased Dividend Scale 
Effective January 1, 1927 


New England Mutual Life Insurance Company 


Boston, Mass. 
This Company is now in the very 
Forefront on Low Net Cost 
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Life’ - 








A Successful 
Insurance Business 


S UCCESS in any undertaking is based very largely 
upon two-fold confidence—confidence in oneself and 
the confidence of the public. 


In building its organization of field men the Missouri 
State Life has been careful to select men who believe in 
themselves—men who have “ego” without the “e”’. It 
almost invariably follows that such men easily win and 
hold public confidence. 
success in the insurance business. 


The remarkable growth of this Company, with the record 


of having practically doubled its business in the past five 
years, is due in large measure to the splendid type of 
men who represent it. 


We can always use more men of the ’go type. 


A great Company daily growing greater! 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. Singleton, President 


Accident’ - 


It is such men who achieve 


Home Office, Saint Louis 


Health - Group 
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EVERY YEAR 


Every year at this time there are many men contemplat- 
ing a change to some new field of endeavor which offers more 
opportunity for self-expression—for greater remuneration— 
for real possibilities for the future. 


You probably know one such man who is not now en- 
gaged in life insurance. If so, we ask you to be good enough 
to call his attention to the following reprint of our advertise- 
ment running in several of the papers. 


YOUR FRIEND WILL THANK YOU AND SO 
WILL WE. 





SALESMEN 
START THE NEW YEAR RIGHT. 


Here’s an opportunity to establish 
YOUR OWN business in the heart of 
the downtown financial district without 
overhead expense—an opportunity to join 
an organization which has achieved one 
of the most conspicuous selling successes 
in New York City, and which has done 
and IS DOING approximately $1,500,000 
of business MONTHLY. 


This opportunity is offered to a lim- 

| ited number of the ambitious, industri- 
ous type of men who either 

THEY CAN SELL by past performance 
or feel certain that they can under the 
proper conditions. If you are this type, 
serious and desirous of getting into your 
own business, where your earnings are 
limited only by your personal efforts, 
we offer you the following: 

A thorough and complete course of in- 
struction, which will enable you to 
START RIGHT OUT in January to 
PRODUCE; real “live” leads; personal 
supervision ; the whole-hearted support 
of one of the livest organizations in the 
country and the prestige and cooperation 
of one of the oldest, strongest and most 
progressive New York companies. 

Our business is the “‘best paid hard 
work in the world’’—life insurance, but 
not as you understand it; rather, spe- 
cialized life insurance from monthly in- 
come, taxation and corporation motives. 
Liberal commissions paid in full—and 
promptly. 

The average salesman does not appre- 
ciate what the same effort he expends 
in another line would mean in this busi- 
ness. The “dollar and cents’ results of 
our present associates would doubtless 
surprise you. 

If you are between 28 and 50, of good 
appearance, address, and are sure you 
— business, see our Mr. Grant L. 

lll. 





The JOHN C. MCNAMARA 
ORGANIZATION, 
11th floor, 25 Church St., N. Y. 
Rector 7501-10. 














The John C. McNamara Organization 


Managers 


The Guardian Life Insurance Company 


OF AMERICA 
(Established 1860 Under the Laws of the State of New York) 


Twenty-five Church Street New York, N. Y. 
RECTOR 7501-10 
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Company’s President 
Loans $50,000 To It 

HIS BIG COMMISSIOw.w CONTRACT 

Barfod Wants Conroy’s Association 


Liquidated; Lapses Some Years 
Ahead of Writings 








Among the companies against which 
Commissioner Einar Barfod of Pennsyl- 
vania has proceeded for liquidation is the 
Charter Mutual Benefit Association, which 
at various times since 1870 has _ been 
known as the Good Templars Mutual 
Benefit Association of Pennsylvania, the 
Temperance Mutual Benefit Association, 
the Pelican Mutual Life Insurance Com- 
pany and the Charter Mutual Benefit As- 
sociation. 

A study of the report attached to the 
petition for liquidation will throw a light 
on the practices of some of the companies 
after whose scalps the Commissioner has 
gone. 

$300,000 Premium Income 


In the first place, the Charter Mutual 
Benefit Association was strong enough 
in 1925 to have had a total premium in- 
come of over $300,000. The total income 
that year was $313,000 and the total dis- 
bursements $305,000. 

The company’s policyholders are de- 
scribed in the report as of the poorest 
class of people, many of them needy, and 
mostly of the less intelligent type. They 
are solicited, however, by trained agents 
and depend upon those agents. 

The Commissioner’s report says that 
even a trained examiner of the Insurance 
Department finds the company’s contract 
ambiguous and hard to understand. 

Releases 

As to the subject of releases, the Com- 
missioner’s report says: 

“A general release, executed in blank, 
is filed in a claim jacket for each claim. 
The importance of this release is princi- 
pally demonstrated by complaints from 
policyholders who have contracts calling 
for weekly sick and accident benefits run- 
ning from $1 to $20 per week, and whose 
contracts, in addition, provide for mortu- 
ary and endowment benefits running from 
$50 to $1,000. When a claim is entered 
for a weekly sick or accident benefit, 
ranging from $1 to $20, the first require- 
ment is that the claimant sign a general 
release, filed together with a doctor’s cer- 
tificate. Later, when policyholders have 
claimed maturity benefits or other privi- 
leges, they have been confronted with 
these general releases as proof that they 
had no further claim on the company. 
The company, however, continues to col- 
lect premiums from policyholders after it 
has taken the general release from them 
and this has worked a fraud on the pol- 
icyholders who continued their premium 
payments in the belief they were paying 
for further future benefits and privileges 
under their policies.” 

The lapse ratio has sometimes been 
100%. . For instance, in 1924 there were 
13,130. policies written and 14,499 lapsed. 
In 1925 there were 13,787 policies written 
and 12,143 lapsed. 

Thé*Commissioner’s examiner says that 
in a check of 78 cases taken at random 
the full first year’s commission was paid 
to agents in 14 cases. 

The president of the association is Jos- 
eph A. Conroy, who controls 71% of the 
voting membership certificates of the cor- 
poration. He purchased the organization 
in 1902 when it had an indebtedness of 
$14,000 and 75 cents in the bank, the 
Pennsylvania examiner says. 

At the time he made a.contract by 
which he was entitled to commissions of 
25% on gross premium receipts. This 
contract was changed at various times. 
On January 28, 1926, the commission was 
reduced from 10% to 5% of gross pre- 
mium, income. 

Conroy states that the minutes of the 
assodiation will show that on December 
31, 1920, there was owing to him $142,000 
in commissions. Since that date and up 
to Décember 31, 1925, his commissions 
have‘amounted to $157,923, of which: he 
has drawn only $59,652, and that, there- 


fore, there is a further indebtedness due 
him of $98,270 or a total indebtedness of 
$240,270, which entire indebtedness to 
Conroy -was cancelled by resolution on 
January 28, 1926. Up to October 31, 1926, 
Conroy’s commission earnings amount to 
$15,046. He drew out $15,162. 

Conroy also claims that the associa- 
tion was indebted to him for $50,000 for 
loans which he advanced prior to 1915. 
Commissioner Barfod’s examiner says: 

“There is no such entry on the books 
of account of the corporation, nor has 
any such indebtedness appeared in any 
of the sworn financial statements filed 
annually by the corporation with the 
State Insurance Department.” 

Commission Contracts 


The report says the assets of the cor- 
poration are less than $100,000. It also 
says that Victor J. Cadwalader, vice- 
president, received 60% of the first year’s 
business written by him and 20% there- 
after, plus 5% of the entire net of the 
business written under his supervision 
and $55 weekly salary. Other officers 
received commission on first yéar busi- 
ness which they wrote. 

As to the income of R. Conroy, Pitts- 
burgh agent, the report says: 

“Mr. Conroy is said to be no relation 
to Mr. Joseph A. Conroy, president of 
the association. He received 100% of so- 
licitors’ fee, plus 60% of the first year’s 
business written by him, and 20% there- 
after, and a weekly salary of $25. He 
also has a weekly allowance of $3 for 
postage, $12.for clerk hire, and $2 for 
towels. The commission and salary paid 
to him during the year 1925, amounted to 
$3,982.87 and during the ten months of 
1926 to $3,790. 

The association operates in Pennsyl- 
vania and New Jersey. 





GROUPS GREATEST YEAR 





Writings May Reach Six Billions for 
1926; Great Progress Since Year 
1911, Its Start 
Since President William A. Day of the 
Equitable introduced group insurance in 
1911 it has reached a volume of insur- 
ance on the working people of this coun- 
try nearly double that of the $3,400,000,- 
000 of Industrial Insurance carried by the 
thirty-two Industrial life insurance com- 

panies in the same year of 1911. 

The year closing marks the most im- 
portant milestone in group insurance. 
Since the Equitable Life wrote the first 
group insurance policy on Montgomery 
Ward & Co. for 3,000 employes with a 
coverage of $6,000,000, progress has been 
rapid. The following table shows the in- 
teresting advance made in this field: 


In Force 

FOE ce cdawcctetenesaecaed $ 13,172,198 
GIS ck vcscececacdenarsece 31,202,014 
BG < cddsicrcécseue’ Cine 64,467,545 
FOSS évdsccccewecdecceus 99,049,326 
BO a cats coccseentcuwens 152,859,349 





Sridetieh chant aliens 4,299,271,187 
Svstae eek wenden swe 5,700,000,000 
Of the amount in force December 31, 
1912, the Montgomery Ward contract 
supplied $6,307,734. The balance was 
made up of $6,864,464, of which $6,640,722 
was issued by the Equitable and the re- 
mainder of $223,742 by progressive com- 
panies which were competitors for the 
Montgomery Ward case and which fol- 
lowed the Equitable into the group field. 





OPENS LIFE DEPARTMENT 


Seeley & Co., one of the largest gen- 
eral agencies in the northwest, have been 
appointed general agents for the Mis- 
souri State Life in the state of Wash- 
ington. ‘For the present the agency will 
confine itself to the state of Washington 
but later on will extend the service to the 
other offices of Seeley & Co., which in- 
clude San Francisco, Los Angeles, Port- 
land and Vancouver, B. C. Herbert F. 
Hull, formerly associated with the Guern- 
sey-Newton Co., of Seattle, will assume 
charge of the new department at Seattle. 





THE UNITED STATES LIFE INSURANCE COMPANY 


ORGANIZED 1850 


105-107 Fifth Avenue 





IN THE CITY OF NEW YORK 
NON-PARTICIPATING POLICIES ONLY 
Over 70 Years of Service to Policyholders 
Good territory for personal producers, under direct contract. 
HOME OFFICE 
New York City 


























Your Prospect’s Future | 


When you line him up for the policy he wants, 
you have made a staunch friend, and contented 
orders in insurance as well as other lines of business. 


You can see how worth 
Sive agent and we invi 
Life “Policy You Can Sell.” 


There may be an o 
E. Reed, will tell 


and ACCIDENT INSURANCE COMPANY 
Concord, New Hampshire 


Is The Same As Your Own 


and the policy he needs, 
customers mean repeat 
Sell this contract: 
Any natural death............ 


Rey sochanel Goa ee 
Certain accidental deaths........... was Wevamnes 15,000 


Accident Benefits $50 per WEEK 


; ae (Non-cancellable) 
Also Disability Income. Waiver of Premiums, etc. 


ALL IN ONE POLICY 


y such a contract is in the hands of a progres- 
te you to give serious consideration to the United 


pportunity in your town. Our Vice President, Eugene 
you all about it. Write him direct—and directly. 


UNITED LIFE 


INQUIRE 














Life Conservation Service 








JoHN Hancock Murvat LIre 
INSURANCE COMPANY " 











“CONTROL” 


Rules For Safe Driving 


The Best Booklet we have seen for automobile ry 
drivers and owners ald 











Gives an incentive to Road Courtesy and a fair 
Attitude toward the Other Fellow 


If you own or drive a car, and would be interested 
to. have a copy of the booklet “Control” you MS 
may have one by addressing the Inquiry Bureau. Oe 








LIFE INSURANCE COMPANY 


OF BOSTON, MassaAcHUSETTS 
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Phoenix Mutual Life 
Renewal Income Plan 


ITS STABILIZATION OF INCOME 





Includes All Agents; How Incomes Are 
Determined Automatically; Dis- 
ability Provisions 





The Phoenix Mutual which employs 
only full-time men, has taken an impor- 
tant step in its relations with its agency 
force by making effective January 1 its 
new Renewal Income Stabilization plan, 
first mentioned to the field force at the 
company’s convention in Hot Springs, 
Va., last September. Its scope is broad, 
including all agents. The plan follows: 

For each year of service under the 
company’s standard full-time contract 
before age 65, cach agent is to be 
awarded three credit points. For each 
year of service after age 65, he is to have 
four points. And for the benefit of the 
present organization, for each year of 
similar service prior to January 1, 1924, 
the agent is to receive one point per 
year. 

At age 65, the agent does not have to 
quit work if he does not want to. Auto- 
matically, he becomes entitled to an in- 
come, and it is determined as follows: 
The total sum of the points he has 
earned through his years of service are 
multiplied by the percentage of his poli- 
cies that have remained in force for ten 
years. The result represents the per- 
centage of his renewal income that will 
be guaranteed to him for life, provided 
he has served the company at least twen- 
ty years. And this guarantee cannot 
fall below 50% of his average renewal 
income during the preceding ten years. 

An Illustration 


To illustrate: An agent enters the em- 
ploy of the Phoenix Mutual in 1926 at 
age 30. At 65, he will have served thir- 
ty-five years and will have earned three 
points each year, or a total of 105 points. 
If, then, at that time, 75% of the poli- 
cies he has written during the preceding 
ten years remain in force, 75% of his 
total of 105 credit points becomes the 
percentage of his renewal income that 
will be paid to him for life. In this 
case, the result would be 78.75%. Thu, 
if his average renewal income for the 
preceding ten years was $4,000, he will 
immediately become entitled at age 65 
to a life income of not less than $3,150. 

And he does not have to quit work. He 
can continue to write business and earn 
further commissions. In consequence, 
five years later, he may have added 
twenty points to his credits, and then his 
guaranteed income would be raised to 
$4,687 instead of $3,150. 

This new arrangement is called a Re- 
newal Income Stabilizing plan, because 


the old age income is provided, first, 
from earned renewal commissions, and 
then the stabilizing fund steps in to keep 
the amount of the income level at the 
minimum amount determined as above 
described. 

In addition, there is a disability bene- 
fit for those who have served at least 
one year. For it, the company charges 
a premium of $1 a month. In the event 
of total and. permanent disability before 
age 65, the agent becomes entitled to an 
income out of his renewals and the sta- 
bilizing fund of not less than $75 a 
month if he is disabled during his sec- 
ond year of service. If he is disabled 
during his third year, the income would 
be $80 and so on up to a maximum of 
$125 a month if disabled during the 
twelfth or any subsequent year. In any 
case, however, if 50% of the renewal in- 
come earned by the agent in the year 
cease after twenty years of service, if 
prior to disability is in excess of the 
above amount, he then becomes entitled 
to the full 50% during disability. 

These benefits cease if the premium is 
not paid, but all premiums are waived 
during disability. The premiums also 
the agent so désires, but if he wishes 
to continue them, he may, and in that 
way he will increase his benefits. 





SEARLE ON THRIFT WORK 





Tells of the Activity in Small Towns in 
Connection with Thrift 
Movement 


William Searle, assistant to the presi- 
dent of the National Ass’n of Life Un- 
derwriters, had something to say to The 
Eastern Underwriter this week about the 
work that is being done by the national 
and local boards throughout the country 
in connection with the National Thrift 
Month drive. 

He said the thrift movement is gaining 
impetus every day, and that interest in 
it is widespread. He said the small 
towns in the Middle West are organiz- 
ing speakers’ bureaus and that in Ster- 
ling, a small town in the State of IIli- 
nois, an essay contest is being conducted 
on the subject of thrift in the high 
schools. Up in the State of New Hamp- 
shire there have been four associations 
organized. He went on to say that prac- 
tically all of the large cities of the coun- 
try have enlisted for service in the cam- 
paign, and that Philadelphia, which has 
always been more or less interested in 
the thrift idea, has been co-operating 
splendidly with the Y. M. C. A. there in 
forwarding the National Thrift Month 
work. 





A. H. PICKFORD MADE MANAGER 


A. H. Pickford, for five years county 
agent, has been appointed manager of 
The Prudential in central Iowa, with 
headquarters at Nevada, Ia. Seaman 
Knapp, president of the Union National 
Bank of Ames, Ia., has resigned that po- 
sition and will become Mr. Pickford’s 
partner. 











SIX MILLIONS ON 








POLICY HOLDERS 








lished a new record. 


OCTOBER—“POLICY HOLDERS’ MONTH” estab- 


OUR TOTAL OF NEW EXAMINED business for the 
month was $21,081,774, of which $6,452,939, or more 
than 30 per cent., was on the lives of policy holders. 


COMPANY PLANS FOR POLICY HOLDER co-opera- 
tion made this possible. 


BANKERS LIFE COMPANY 














Established 1879 





GERARD S. NOLLEN, President 


Des Moines, lowa 























Life Insurance On 
Increase In India 


COMPANIES IN’ BUSINESS 
Oriental Life Has 3,000 Agents Through- 


out Country; Writes Policies 
Without Reference to Race 


48 








The current issue of “The Review” 
contains an interesting article on the life 
insurance situation in India. The article 
is based on a government report which 
states that there are 48 Indian life in- 
surance companies transacting a general 
life insurance business in India. 

Of the 48 companies, 18 are mutual; 
only two mutual companies have been 
formed in the last 25 years and none 
since the passing of the Act of 1912. The 
article goes on to say that “another point 
bearing on the subject is the fact that 
while some of the offices are very small 
and local, and what we may term de- 
nominational or sectarian concerns, oth- 
ers have a country-wide organization by 
branches, chief agencies, or agents and 
correspondents—the Oriental Life, the 
largest of the Indian offices, is stated to 
have 3,000 agents throughout the coun- 
try; further, business is written without 
reference to race: the Oriental, which is 
a convenient standard of reference not 
only because it is the largest, but be- 
cause it gives precise particulars, gives 
statistics of the distribution of its (ex- 
pired) business between the four chief 
races: Hindu, Parsee, Mohamedan, and 
European or Anglo-Indian. 


Bombay Mutual Oldest Co. 


“The earliest Indian life office—the 
Madras Equitable—was founded nearly a 
century ago, and for many years worked 
successfully ; it stopped issuing new poli- 
cies in 1910, and being seriously affected 
by the great depreciation in the value of 
government, as of all fixed interest secu- 
rities, in which its funds were held, it 
went into liquidation in 1921. This leaves 
the Bombay Mutual, founded in 1871, as 
the oldest Indian mutual life office in ac- 
tive operation; there are, however, 
Widows’ Funds established by mission- 
aries—between 1834 and 1849 still in ex- 
istence. The Oriental, the oldest pro- 
prietary office—and the largest of all the 
Indian offices—was founded in 1874; the 
Empire of India, also a pioneer that is 
working vigorously, started in 1896. Be- 
tween 1906 and 1913 quite a number of 
life companies and hundreds of provident 
insurance societies were started all over 
India—most of the provident societies on 
financially unsound lines. It was this un- 
satisfactory state of affairs that led to 
the passing of legislation regulating both 
companies and societies. 


Business Increasing 
“Although there is thus already a his- 
tory and a national aspiration behind life 
assurance in India the business has not 
yet reached very large proportion; it is 
evidently still very much in the infantile 
stage. The government returns recently 





Write it in the Etna 


Call 


GRAHAM and LUTHER 
176 Montague Street 


General Agents Brooklyn and Long Island 


Triangle 7560 


AETNA LIFE INSURANCE COMPANY 


“A POLICY FOR EVERY NEED” 





published show that Rs6.88.59.000 (£5,- 
104,000) new business was written in 
1924; premium income amounted to £1,- 
532,000; funds to £8,600,000, there being 
then £31,000,000 business in force. But 
there is satisfactory evidence that the 
business is moving with increasing mo- 
mentum. After a period of stagnation 
in the war years the new business ac- 
count is moving forward. During the 
war years (1914-18) an average ot only 
£1,843,000 new business was written in 
the whole of India; over the four years, 
1920-23 (during which years there was 
only a small movement) the average was 
£4,149,000, or more than double previous 
average; 1924 shows a development of 
nearly 25%, from that four-year average 
(a 17.7% advance on 1923). 

“The business is largely endowment 
assurance: of the 1924 new assurances 
(which were equal to one-sixth the total 
volume in force at the end of the year) 
only 144% was for the whole term of 
line (approximately one-half of that pro- 
portion being on the limited payment 
plan) 83% was endowment assurance 
and 2%% ‘other classes.’ These ratios 
were fairly represented of previous 
years.” 





GRAY AGENCY HOLDS DINNER 

The Harry F. Gray agency of the Con- 
necticut Mutual in New York held its 
annual dinner at the Brevoort Hotel, 
New York, January 4. About forty per- 
sons attended the affair. The speakers 
were H. H. Steiner, agency secretary; 

M. Holderness, superintendent of 
agencies, and Mr. Gray. ’ 

Mr. Gray, in his remarks, referred to 
the successful year which his organiza- 
tion had had, running 30% ahead of the 
paid-for business in 1925. He said that 
the percentage of first year lapses had 
been less than in the preceding year and 
that the not-taken business had been bet- 
ter. The average-sized policy of the 
agency was, about $11,000. He predicted 
that the next six months will be the 
biggest in the history of the life insur- 
ance business. 

Messrs. Steiner and Holderness spoke 
of the splendid record of the company 
during the past year, and had nice things 
to say of the Gray Agency. They were 
optimistic with regard to the business 
outlook for 1927. 





NEW JUVENILE POLICY 


The American National Assurance of 
St. Louis, Mo., has added a new juvenile 
limited payment life policy with premium 
payable for twenty years. The policy 
provides for insurance on the lives of 
children from one to nine years of age. 
Under the policy the insurance liability 
if the child is one year of age is $200, 
increasing $200 each year until it reaches 
$1,000 the fifth year and remains that 
amount during subsequent years. If the 
child is five years of age there is full 
immediate: coverings. The policy also 
carries a disability clause. For a small 
additional premium there is also a spe- 
cial disability insurance benefit on the 
life of the parent or applicant. 
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Lower Provident Life 
And Endowment Rates 


ANNOUNCEMENT THIS WEEK 





Rates Charged for Disability Clause 
Increased; Sample of New 


Rates Given 





Effective with the New Year the Provi- 
dent Mutual is making a substantial re- 
duction in its rates on life and endow- 
ment insurance, other than single pre- 
mium. The following illustrative table is 
made up on a $10,000 basis to harmonize 
with the rate book: 





Ace| New | Repvc-| New | Repvc- 
Rate | tion | Rate | TIon 


LIFE 





New | Repoc- 
iq TION Aen 








Continuous Pay’t 
$155.00 $13.60 | $232.80 $17.20 | $378.10 $23.90 
228.90 00 


402.30 
858.50 





ase 


f 705.60 
873.80 75.30 | 1113.70 


FORTY YEAR ENDOWMENT 
Continuous Pay’t} Twenty Pay’t Ten Pay’t 


$200.60 $16.70 | $279.00 $19.30 |$454.20 $27.40 
244.20 20.70 | $22.20 24.30 | 517.20 33.40 


THIRTY YEAR ENDOWMENT 
Continuous Pay’t} Twenty Pay’t 
$270.00 $18.90 | $336.00 $22.00 | $548.50 $31.80 
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Twenty Yr.End’t|Tweaty ¥r.F. 
Continuoes Pay't|  Teabapens « 





90 | $937.80 $50.00 | 20 
J 53.50 | 35 

799.60 53.40 | 998.90 62.70! 50 
1229.30 91.80 | 65 


880.70 75.70 | 1122.60 86.90 

On account of a ruling of the Superin- 
tendent of Insurance of New York, we 
shall defer until the latter part of 1927 
the announcement of the dividends that 
will be paid in connection with the new 
premium rates, the company states. 
Coincident with the decrease in the 
rates for insurance, the rates charged for 
the disability clause are being increased. 
This action is in line with that of other 
companies which have increased their 
disability rates as a result of the joint 
investigation conducted by the Actuarial 
Society. 
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UNDERWOOD-LAKEY 





“Insurance Critic’ Merged With “Insur- 
ance”; Paper to Feature Insur- 
ance in the Home 
William E. Underwood, for years pub- 
lisher of “The Insurance Critic” and Miss 
Alice Lakey, publisher of “Insurance,” 
which has been featuring insurance mis- 
sionary work among club women, have 
joined hands, the two papers | being 
merged. Miss Lakey makes the follow- 
ing statement to readers of “Insurance”: 
‘It affords me pleasure to announce 
that Mr. W. E. Underwood and his ‘In- 
surance Critic’ will become a part of ‘In- 
surance’ on and after January 1, 1927. 
As soon as convenient following that 
date, and offices can be secured, the 
headquarters of the combined publica- 
tions will be established at Newark, N. J., 
with a branch office at New York City. 
Under our joint management the work 
of carrying the gospel of insurance into 
the American home, an evangelism which 
Ihave preached unceasingly for the past 
seven years, will be continued with in- 

creased vigor.” 


TRADE PAPER REVIEWS 





Connecticut Mutual Telling About Insur- 
ance Press In Its Agency Publication; 
Urges Agents to Read Papers 

The Connecticut Mutual is planning a 
series of brief reviews of the leading in- 
surance papers to be published in its 
house organ, “Commutopocs.” In the 
February issue it is running a two col- 
umn drawing urging its nearly three 
thousand readers to subscribe for one 
or more of the insurance trade journals. 





A GOOD RECORD 


Louis E. Orcutt, one of the leading 
personal producers of the Graham C. 
Wells agency of the Provident Mutual 
Life, has had an unusual conservation 
record in the business that he has writ- 
ten and paid for during the year 1926. 
During this time he insured 52 lives. 
the average policy for each life amount- 
ing to $5,207. The total insurance paid 
for was $270,000 and there was only one 
lapsed policy during the first year, 
amounting to $1,000. Mr. Orcutt, who 
has been connected with this agency for 
several years, is editor of its weekly 
bulletin, the “Door Knob,” a snappy little 
publication which keeps the producers 
informed as to the activities of the or- 
ganization. 





THE JOHN HANCOCK 


The John Hancock’s insurance in force 
January 1, 1927, was approximately two 
billion five hundred million, an increase 
of nearly five hundred million in two 
years. 

New insurance in 1926 approximates 
five hundred million issued and paid for, 
largest amount even written by the com- 
pany in its history. This includes fifty 
millions of group insurance, the new de- 
partment having been recently estab- 
lished. 

Increase of ordinary insurance (ex- 
cluding group) written in 1926 approxi- 
mately 20% over 1925. 

Increase of weekly premium insurance 


written in 1926 approximately 20% over 
1925. 





HONOR E. A. WOODS 


Edward A. Woods was 62 years old 
on January 1, and in honor of the occa- 
sion his associates in the Edward A. 
Woods Company staged a four day tes- 
timonial during the last four days of 
December. 

Mr. Woods knew nothing of the drive 
and news was conveyed to him by a 
shower of special delivery birthday greet- 
ing cards delivered at his home on New 
Year’s Day. Three hundred and seven 
cards were received by Mr. Woods, re- 
porting 63414 applications for $3,479,275, 
written the last four days of December, 
including two groups for $365,000. 





Neil D. Sills, Virginia manager for the 
Sun Life of Canada, is the proud posses- 
sor of a beautiful silver vase presented 
him by the board of stewards of Centen- 
ary Methodist Church, Richmond, inci- 
dent to his recent re-election as chair- 
man of the board for his twelfth succes- 
sive term. 














INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from $1,000.00 to Pencee.eu, 
with premiums payable annually, semi-annually or quarterly, and INDUSTRIAL 
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ganization. ....ccsccccscoes 
_ BRADFORD H. WALKER, President 


Policies up to $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1925 
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Capital and Surpl 





3,392,156.76 
39,176,371.91 
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STATE MUTUAL LIFE ASSURANCE COMPANY 


of Worcester, Massachusetts 





Incorporated 1844 


An Increased Dividend Scale for 1927 

A New Waiver of Premium Disability Clause 

A New Waiver and Income Disability Clause 
Term Insurance Issued with Disability Benefits 
All Business on a Participating Basis 

Every Policyholder receiving Annual Dividends 
All Business on the 3% Reserve Basis 


D. W. Carter, Secretary 


Stephen Ireland, Superintendent of Agencies 





















FIRM as the 


AN INVESTMENT IN HAPPINESS 


—is a connection with the 


Philadelphia Life Insurance Company 


Joy comes from: 
1. Having the Thing That Will Sell—we have a 
contracts with very liberal features. 
2. Home Office Co-operation. You'll get it. Every help to help you sell. 
8. A Lifetime Connection. Agents have been with us 10, 15 and 20 years. 


111 No. Broad Street, Philadelphia, Pa. 


A. M. HOPKINS, Manager of Agencies 


RUGGED COAST of MAINE — 


Enduring—Substantial—Dependable, with New 
England conservatism, and too, “easy to do busi- 
ness with,” whether as Agent or Applicant. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 


great variety of policy 
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Fennell’s Writings In 
40 Years $50,000,000 


A VETERAN MUTUAL LIFE AGENT 





Has Lived In Many Countries; Tells 
Story Illustrating How Agents’ 
Prestige Has Grown 





Gerald M. Fennell of the Mutual Life 
in Kansas City has represented that 
company for four decades. Asked by 
The Eastern Underwriter to tell some- 
thing about his experiences he said this 
week: 

“I was particularly glad forty years 
ago to represent the Mutual because at 
that time there were a lot of companies, 
apparently going strong, which later de- 
velopments showed would not have been 
satisfactory for me to represent. Life 
insurance at that time was in low stand- 
ing, held frequently with suspicion and 
evidently with good reason because so 
many small stock companies started after 
the Civil War collapsed. 

“Anyway, our first office was opened 
in Dallas, Tex., in April, 1886. The 
$100,000,000 assets the Mutual then 
owned certainly looked big and formed 
a strong talking point. In those days it 
was necessary for an agent to start build- 
ing a foundation of faith in his com- 
pany, and to get across the idea that 
the company’s income was well invested. 
Otherwise, the very type of person the 
agent would most want to write wouldn’t 
be interested. 

His First Policy 

“My first policy consisted of $1,000 20 
Payment Life on the life of a Dallas re- 
tail grocery merchant, with quarterly 
premium of $8.85 which actually required 
some twenty hours of work on my part 
to obtain. Since that time I have re- 
ceived a $300,000 premium with far less 
work, and applications in the amount of 
a million dollars; with a mere infinites- 
imal part of the labor involved in my 
initial effort. In fact, when it was com- 
pleted I wondered whether all the busi- 
ness would be as hard. 

“My second policy was written on Mr. 
Munger, now the largest gin manufac- 
turer in the world, at that time start- 
ing the manufacture of gins in East Dal- 
las, and who has since, I believe, taken 
some twenty policies at various times in 
the Mutual Life and in 1921 when I last 
heard of him his original policy written 
by me was still in force. 

A $500,000 Case 

“As demonstrative of the difference 
between the life insurance business in 
the middle ’80’s and now, I was sitting 
in my office one evening in 1919 when 
the telephone rang and the head of a 
large petroleum corporation inquired 
whether I could be over at his office at 
9:30 o’clock that evening as there was 
to be a meeting of an executive com- 
mittee. At 10 o’clock I went out of his 
office with an application of $500,000, and 
a premium of $12,000 in hand. 

“During my service for the Mutual 
Life I have written approximately $50,- 
000,000 of business, including the surplus 
lines and sub-standard in other compa- 
nies, and have represented the Mutual 
Life in practically every state in_ the 
Union, all over Canada, Mexico, Great 
Britain and France; in fact, I was quite 
active in the foreign department for some 
years prior to our withdrawing from a 
world-wide business. 

“It is worthy of note that at every 
place where I have worked I have always 
found the Mutual Life occupying the 
first place in the confidence, respect and 
financial affections of the leading and 
best people.” 

Other Experiences 

_Discussing some other experiences Mr. 
Fennell said: 

“The active life underwriter has many 


very amusing experiences. As district 
manager in 1886 for the Mutual Life in 
North Texas I commenced with no foun- 
dation for an agency except my own 
ability and willingness to work hard, and 
in looking around for agents (my terri- 
tory being too vast to endeavor to cover 
it alone) I found the most likely ma- 
terial in a young bartender who was 
exceedingly popular because of his wit. 
He was behind the bar of the Grand 
Windsor Hotel in those days the leading 
hostelry of North Texas. 

“Under a promise to see that he earned 
double the renumeration he was receiv- 
ing, $150 per month (a large stipend in 
those days) I got his application. He 
had been working successfully some 
weeks when one excessively hot summer 
afternoon he rushed into my office wip- 
ing perspiration from his brow, inquired 
where he could hide. Knowing him to 
be far from a coward I was very sur- 
prised and suggested he should go be- 
hind my safe, which I had purchased 
more on the idea of Maggie Murphy’s 
piano in order to give the house a tone, 
(though no one in the house could play 
it); than in actual need of a safe. In 
a few moments his wife entered and 
after conversing with one of my sub- 
tenants in the real estate business in the 
front part of the office, she went out and 
he emerged apparently greatly relieved. 
I inquired the cause of his trouble and 
he then explained that his wife had seen 
him about to enter the office, and he 
was afraid if she found him there he 
would have to explain why he was there; 
she being under the impression he was 
still working at the Grand Windsor bar, 
and he would not have her know on any 
account he had made the change. 


“At the present day and time it seems 
incredible that within the life of a 
man still active in the profession, that 
the noble beneficent art of life insurance 
should have been regarded as of less 
standing and respectability than that of 
tending bar. Such, however, was actu- 
ally the case.” 

While returning from the Sun River 
Pass country in British Columbia, Mr. 
Fennell found by driving his broncos es- 
pecially hard he might arrive at the Flat 
Head Indian Reservation before the res- 
ervation agent retired for the night. 

“When I knocked at his door it was 
pitch dark,” he said. “No lights in the 
house and it was about 9 o’clock. After 
some delay he came to the door clothed 
in a calico night shirt, and opened it just 
sufficiently to ask what was wanted. 
Aided only by the light of a sputtering 
oil lamp which he held in his hand I 
succeeded in writing him $10,000 20 Year 
Endowment, 20 year distribution; by 
keeping the door open with the aid of 
my foot, receiving a check of $595.10. 

“And the old proverb still rings true, 
‘Where there’s a will, there’s a way.’” 


Sell Wall Street Men 


(Continued from page 1) 


minute because he would not consume 
your time unless he had something to 
tell you which was vital for you to know.’ 

“Well, if that’s the way you feel 
about it, show him in, but you know it 
will not do him any good.’ 

Made Graceful Retreat 

“As Blank came in I was thinking of 
ways of getting him out before he 
crossed the threshold. He was easier to 
get rid of than I thought. All he said 
was: ‘I have insured a number of friends 
of yours. They all spoke so nicely about 
you that I could not resist the temptation 
to come and look your over. It’s been a 
real pleasure just to meet you, and as 
you are busy I'll drop in again when you 
are not so rushed.’ 

“He made a decidedly favorable im- 
pression upon me, especially his graceful 
exit. The next time he called I was tied 
up in conference. Then one day after 
I had attended a couple of committee 
meetings and a luncheon my secretary 
came in and said: 

“That awfully nice Mr. Blank, the in- 
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surance man, has been sitting out thereg 
for three hours waiting for you.’ 
“*Three hours’ I said, with a little ir- 
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want. She said: ‘I told him you might 
not be back for some time but he said 
it was a pleasure to wait. I wish you 
would see him.’ 

“He came in. ‘Don’t you think I am 
a little on in years to be buying insur- 
ance now?’ I asked him. ‘But as long 
as you are here, why do you think you 
can interest me?’ 

Says Men Live Longer Than Formerly 

“He then told me that the old mor- 
tality table had. been under a special 
survey of actuaries for some time and 
the conclusions of the actuaries were 
that there should be an adjustment of 
the table as it had been found that the 
mortality of men at ages from sixty up 
had been unusually favorable; that his 
company was in a position to give me a 
policy at a very attractive rate because 
of the new light which had been thrown 
on the expectancy of men over sixty; 
and he offered me this half premium 
policy. 

“Here are some of your friends who 
have bought it,’ he said, and handed me 
a list of a number of names I imme- 
diately recognized. I told him it looked 
attractive and that I would give him an 
answer in a few days. A couple of days 
later as I went out of my office to go 
into another office on the floor I saw 
him sitting on a bench with a stranger. 

“Pardon my intruding in this way,’ he 
said, ‘but’ I have taken the liberty of 
bringing a doctor and he can examine you 
right here and without inconvenience in 
a couple of minutes. We have been 
watching you for some time and we want 
to congratulate you upon your vitality 
You act like a very young man. 

“I had the examination; took out thr 
insurance; and I am mighty glad tha’ 
I did, not only because of the extra pro- AND 
tection which T bought so cheaply, but 
it was a great satisfaction for me te 
know that my blood pressure, heart anc 
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What’s Ahead ? 


If the answer does not satisfy, learn the advantages of a 
contract with Fidelity. More than 36,000 direct leads a 
year from Head. Office lead ser'vice. 


Fidelity is a low net-cost Company, operating in forty~ 


states. Full level net premium reserve basis. Over 
$325,000,000 insurance in force—growing rapidly. 


Write for our booklet ‘‘ What’s Ahead ?’’ 
The Fidelity Mutual Life Insurance Company 


WA:sTER LeMAR TALBOT, President PHILADELPHIA 


a 











AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
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Old Line Legal Reserve 
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Many Contract Changes 
Made By State Mutual 


DISABILITY ON TERM POLICIES 


Ninety Day Clause; Added And Liber- 
alized Benefits; Statement About 
Limits; Bullock’s Explanation 








The State Mutual Life made a num- 
ber of changes on January 1 of wide 
interest to the field. These included 
new waiver of premium disability clause, 
improved waiver and income disability 
clause, disability issued on term insur- 
ance, new quarterly premium rates, new 
preliminary term policies and improved 
dividend scale. The company is also 
writing disability on all term contracts 
for the first time. The new preliminary 
term policy is called Automatic Conver- 
sion to whole life, and can be written 
on basis of one, two, three, four and 
five years. In order to write the low 
terms it is necessary to write on basis 
of automatic conversion to whole life at 
expiration of the term period. 


Bullock Describes Changes 


In describing the new disability con- 
tracts Chandler Bullock, vice-president 
and general counsel, said in part: 

“The present disability agreement does 
not contain any ninety day clause, so- 
called, but provides that the total dis- 
ability of the insured—no matter how 
long it has existed,—must be proved to 
be permanent for life. Our new disabil- 
ity clause will contain a definite state- 
ment to the effect that the total dis- 
ability shall be presumed to be perma- 
nent when it is present and has ex- 
isted for not less than ninety consecu- 
tive days. Admittedly in very many 
cases there is difficulty in prognosis as 
to whether the disability will be per- 
manent. Doctors will differ on the same 
case. This ninety-day clause with its 
presumption smoothes out some of the 
difficulty of proof of claim and also gives 
a distinct increased benefit to the in- 
sured. At the same time it should be 
noted that the use of the ninety-day 
clause does not commit the company to 
mere health and accident insurance—be- 
cause even after the ninety days the total 
disability must be present,—must be still 
existent as total,—at the time of proof 
of claim. In brief, no claim can be made 
after the recovery has begun and dis- 
ability is no longer total. 

“The second feature is this: our pres- 
ent disability clause provides that the 
disability benefits shall accrue only from 
and after receipt of proof. Experience 
has shown that often through illness or 
neglect of the insured, proof of disabil- 
ity is not forwarded to the home office 
for many months after the disability be- 
gins. Moreover, it frequently takes time 
to complete proofs that are satisfactory 
to the company. Therefore, this com- 
pany has incorporated a new clause to 
the effect that the disability benefits will 
date back to, and accrue from, the com- 
mencement of disability rather than from 
the receipt of proof. This seems a log- 
ical step in disability contract writing, 
and certainly more nearly meets the in- 
tent of the insured when he contracts 
for total disability coverage. 

“The new disability provisions with 
these added benefits will provide, as do 
the present ones, for the waiver of pre- 
mium together with a monthly disability 
annuity of 1% of the face of the pol- 
icy, payable during the continuance of 
total disability without any reduction of 
the life insurance protection. 

“For these new disability agreements 
an increased disability premium must be 
charged. The limits of risk on this dis- 
ability waiver and annuity contract un- 
derwritten by the company will remain 
Substantially as at present as will appear 
in the new premium rate book. 


Clauses 


. The liberalized clauses in this connec- 
tion as they will appear in our new con- 
tract read as follows: 


“If the insured while no premium is in 
default under this policy and disability 
agreement shall furnish due proof that, 
before reaching the age of sixty years, be- 
cause of accident or disease he has become 
totally and permanently disabled as. herein- 
before defined, and that such disability, or 
the cause thereof, was sustained or con- 
tracted after the date hereof, the company 
agrees as follows: 

(1) To waive the payments on all pre- 
miums becoming due under this policy and 
disability agreement after the commence- 
ment of such disability and during its con- 
tinuance, y 

(2) To pay to the insured, (or to the 
beneficiary of record if such disability is 
caused by insanity) a monthly income of 
1% of the face amount of this said pol- 
icy, exclusive of any paid-up additions. Such 
payments shall begin as of the date of the 
commencement of such disability and shall 
continue monthly thereafter during the con- 
tinuance of such total disability, until the 

maturity of the policy. 

“Disability shall be deemed to be total 
if the insured has become wholly, continu- 
ously and permanently unable to perform 
any work, mental or manual, or to engage 
in any occupation or business for compen- 
sation, remuneration or profit; and such 
total disability shall be presumed to be per- 
manent when it is present and has existed 
continuously for not less than ninety con- 
secutive days.” 

Waiver of Premium : 

In addition to this provision with 
waiver and disability annuity, the com- 
pany will issue a disability provision con- 
taining a waiver of premium only. Such 
provision will have the very definite ad- 
vantage of costing much less; and fur- 
ther will not have the restricted maxi- 
mum at risk necessary with the annuity 
feature. The rates for this waiver of 
premiuni and the much extended limits 
of retention by the company are set forth 
in the new premium rate book. 

“The more vital part of this waiver of 
premium provision will read as follows 
in our new agreement: pat 

“If the insured while no premium is in 
default under this policy and_ disability 
agreement shall furnish due proof that, be- 
fore reaching the age of sixty years, be- 
cause of accident or disease he has become 
totally and permanently disabled as here- 
under defined, and that such disability, or 
the cause thereof, was sustained or con- 
tracted after the date hereof, the company 
agrees:—to waive the payments of all pre- 
miums becoming due under this policy and 
disability agreement after the commence- 
ment of such total disability and during 
the continuance thereof. 

“Disability shall be deemed to be total 
if the insured has hecome wholly, continu- 
uously and permanently unable to perform 
any work, mental or manual, or to engage 
in any occupation or business for compen- 
sation, remuneration or profit; and such 
total disability shall be presumed to be per- 
manent when it is present and has existed 
continuously for not less than ninety con- 
secutive days.” 


“The choice of either of these alter- 
nate disability provisions would appear 
to offer an attractive opportunity to our 
prospects. Our new general application 
has a special question inserted which 
readily permits the selection of cither 
disability option. —~ 

“The disability provisions we have 
been writing the last three years will 
not be issued after the end of 1926. Only 
one or the other of these two new al- 
ternatives will be granted.” 

Disability Extended To Term Insurance 

“In addition to these increased bene- 
fits the company has decided, in its new 
business after January 1, to incorporate 
by a supplementary agreement in its 
Five Year Convertible Term Policy 
either of these alternative disability pro- 
visions. The chief restriction being 
that if the new converted policy is to 
continue to carry the disability cover- 
age, such policy must be one that calls 
for premium payments at least to the 
end of the twentieth policy year. The 
rates and limitations of risk in connec- 
tion with this term insurance with dis- 
ability agreement, appear in the new pre- 
mium rate book. 


Limits of Risk and Regulations on New 
Liberalized Disability Clause 


TOTAL AND PERMANENT DISABILITY 
BENEFITS 
: (Two Forms) 
Waiver of Premium and Monthly Annuity 
payments hereafter abbreviated to read 
(W. & D. A.) 
Waiver of Premium only hereafter abbre- 
viated to read (W.) 


; Male Lives 
Life and Endowment Policies 
Column I Column II 
Maximum Maximum 
Disability Disability 


on both forms on 
(W. & D. a5 =t (W.) (W.& D. A.) 


Ages 21 to 24 $35,0' $10,000 
Ages 25 to 29 50,000 15,000 
Ages 30 to 55 75,000 25,000 
Five Year Term 
Ages 21 to 24 $10,000 $10,000 
Ages 25 to 29 25,000 15,000 
Ages 30 to 50 25,000 25,000 
Ages 51 to 55 10,000 10,000 


, Female Lives 

Life and Endowment Policies 
Ages 21.to 29 $15,000 $ 5,000 
Ages 30 to 55 25,000 a 10,000 
i The amount of disability available for 
Waiver of Premium Only” may be ob- 
tainable by subtracting from Column I 
the amount quoted under Column II, or 
the actual amount of this later form in 
force or applied for. 





NEW YEAR BANQUET 


The members of the Torrington, Conn., 
staff of the Metropolitan Life held a 
banquet at Rainbow Inn on Saturday 
evening. About ninety were present. 
James F. Ryan was toastmaster and 
speeches were made by Manager James 
Kirkbright and Assistant Managers 
Amedee Guilbeault and P. G. Cavanaugh. 








FREE NIGHT SCHOOL 

Russell G. McBride, general agent of 
the Massachusetts Mutual Life branch 
office at Des Moines, has announced the 
opening of a free life insurance night 
school. The lectures began Monday 
evening, January 3, and will be held 
weekly throughout the winter nights. 





George Washington Life 


Insurance Company 
Charleston, W. Va. 
presents opportunity for liberal 
contracts covering definite territor 
with Home Office registry and with 
power 
agents. 
The State of West Virginia, Vir- 
ginia, Ohio, Kentucky, Tennessee, 
South Carolina, North Carolina, 

Georgia, and Michigan. 
ddress: 
ERNEST C. MILAIR 
Vice-President and Secretary 


of appointment of sub- 














THE EUREKA-MARYLAND ASSURANCE CORPORATION 


BALTIMORE, MARYLAND 
Incorporated 1882 


Issues all modern forms of Life Insurance, including Industrial, Ordinary 
and Group 


J. C. MAGINNIS, President 











character and ability 














The Columbian National Life Insurance Company | 
BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 
Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 
Columbian National Policies make selling easier. 


Policies backed by one of the very strongest companies in th 
capital, surplus and Giphase ehandane bs ——" ei aia e 
Exceptional opportunity is offered to salesmen of 
Communicate at once with 
Agency Department, 77 Frankiim Street, Boston. 














Insurance in Force... 


company. 





ACACIA MUTUAL LIFE ASSOCIATION 


GNU One ho ls ees ee +++..-Over $ 16,000,000 


THE IDEAL POLICY 
The low initial premiums of the stock company, combined with the divi- 
dends of the mutual. A privilege a Master Mason cannot find elsewhere. 


ACACIA agents place more insurance per capita than agents of any other 


RENEWALS BASED ON VOLUME OF BUSINESS— 
NOT ON PREMIUMS COLLECTED 


If you care to better your position, write to 
WM. MONTGOMERY, President, Washington, D. C. 
Homer Building, 601 13th Street, N. W. 


-+...Over $200,000,000 














The standard of living is higher now than a few years 


ago. 


Higher living standards bring higher responsibility 
and require proportionate protection. 


It is our business to see that every father carries life 
insurance in proportion to his responsibilities and his 


family’s standard of living. 


The Western and Southern Life Insurance Co. 


HOME OFFICE: CINCINNATI, OHIO 
W. J. WILLIAMS, President 
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This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpora- 
tion, office and place of business, 86 
Fulton Street, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manager ; 
Edwin N. Eager, Associate Editor; Wal- 
lace L. Clapp, Associate Editor. The 
address of the officers is the office of this 


newspaper. Telephone number: Beek- 
man 2076. 
Subscription Price $3.00 a year. Single 


copies, 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 


countries outside of Canada $1.50 for 
postage should be added. 


Entered as second-class matter April 
1, 1907, at the Post Office of New York 
under the act of March 3, 1879. 








NEW INSURANCE VALUES 

The tremendous building boom in Am- 
erica, of course, greatly added to the 
amount of insurance. The chief building 
in New York has been that of apartment 
hotels and skyscrapers devoted to busi- 
A slump in office build- 
ing construction in the United States is 
not indicated for 1927, according to the 
executive secretary for the National As- 
sociation of Building Trades Employes. 


ness purposes. 


Basing his estimate on plans for new 
construction in the office building field 
he figures that there will be produced in 
1927 upwards of 60,000,000 square feet of 
rentable area in the cities of this coun- 
try, which will cost close to $500,000,000. 

The New York “Times” on January 2 
printed a list of the apartment house 
plans which were filed for Greater New 
York from January 1 to December 31, 
1926. The total was 217, housing 11,315 
families ‘at a total cost of $81,000,000. 
This was a decline from 1925 totals when 
the number of apartment houses built 
was 225 at a cost of $104,000,000. The 
highest priced apartment house for 
which a building plan was filed in 1926 
was that at 211-219 Central Park West, 
New York City, costing $3,800,000. 

The entire building record for 1926 in 
the five boroughs of New York City re- 
sulted in an estimated cost of one billion 
dollars, as compared with $950,000,000 in 
1925. 

It was a great year for buildings on 
Fifth Avenue and its tributary streets, 
the aggregate cost of the plans filed for 
the year 1926 being $75,000,000. 

Fifth Avenue’s increasing values are 
best exemplified in the activities sur- 
rounding the Temple Emanu-El on the 
northeast corner of Forty-third street. 
That property was brought by Benjamin 
Winter early last year and resold in De- 
cember at a reported price of more than 
$7,000,000. The original purchase by 
Winter for $6,500,000 established the high 
value for Fifth Avenue property of ap- 
proximately $340 a square foot. The re- 
cent sale establishes the new high mark 
of approximately $370 a square foot. The 
structure to be built on this site is ex- 
pected to cost $8,000,000, which will rep- 
resent a total investment of $15,000,000. 
Another interesting indication of value 
increase was the lease early last year of 
the property at the northeast corner of 





Fifth Avenue and Forty-eighth street. 
This was leased fifteen years ago for 
$32,900 a year and last year the rental 
revenue was established at $70,000. 

During the year the Fifth Avenue Ho- 
tel and the Netherland Hotel were torn 
down and some of the finest homes on 
Fifth Avenue were sold. New develop- 
mnts at the corner of Fifth Avenue and 
Fifty-ninth street are the New Nether- 
land Hotel and the new Savoy Plaza 
Hotel, the two to cost $12,000,000. 

Another feature of the New York 
building situation was the reconstruction 
of Sixth Avenue above Fifty-third street 
and extending to Fifty-ninth street 
caused by tearing down the Sixth Ave- 
nue elevated. New structures there in- 
clude apartment hotels, theatres and 
other tall buildings. 





AFTER ARSON RING 





Indictments Sought Against 16 Persons 
in Westchester County; National 
Board Started Inquiry 


District Attorney Arthur Rowland 
went before the Westchester County 
Grand Jury at White Plains this week 
and sought indictments against sixteen 
members of an arson ring because of a 
score of fires said to have been set since 
February, 1926, and to have been fol- 
lowed by false insurance claims totaling 
more than $100,000. 

Investigation of the ring was started 
by the National Board of Fire Under- 
writers a year ago. It resulted from the 
accidental discovery of a letter in the 
files of a claimant for burglary insurance 
forecasting a fire in his store. 

Following an exhaustive inquiry the 
detectives found that a group of mer- 
chants were purchasing furs and wearing 
apparel and then heavily insuring the 
goods. Under a prearranged plan with 
the dealers from whom the goods were 
purchased, the furs and apparel were 
disposed of speedily at prices slightly be- 
low wholesale. 

The next step in the scheme to de- 
fraud the insurance companies, accord- 
ing to the detectives, was to replace the 
original goods with furs and apparel 
either shopworn or damaged by fire and 
water. The purchase of the damaged 
goods was made by third parties from 
legitimate concerns. 

No attempt was made to dispose of 
the restocked goods through sale, the 
detectives assert. The damaged goods 
were placed on the shelves and in the 
stockrooms. Ina few days the store was 
burned and the fire was followed by a 
claim for insurance. 





TRANSFER R. S. KING 


The Manhattan Life has transferred 
Russell S. King from Chicago to New 
York. He will be superintendent of the 
field service. 
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E. CHESTER SPARVER 





PHILIP BURNET 








E. Chester Sparver has been elected 
supervisor of publications of the Con- 
necticut Mutual Life. Mr. Sparver first 
entered the service of the company in 
1916 as an agent if the Scranton, Pa., 
General Agency. The World War found 
him in the Air Service, where he served 
for nearly two years. After peace was 
declared, he returned to Scranton as 
supervisor of agents, in which capacity 
he engaged in organization work until 
1922, when he entered the agency depart- 
ment at the home office. Under Mr. 
Sparver’s direction, a definite policy of 
publicity has been developing in the 
agency department for some time past, 
and his excellent work in this direction 
has resulted in this official recognition. 

Mr. Sparver graduated from Pennsyl- 
vania State College, after which he en- 
gaged in research work at the Univer- 
sity of Wisconsin for the two years fol- 
lowing. In addition, Mr. Sparver has 
done some specialty advertising work, 
and for three years had charge of the 
course in salesmanship at Hillyer Insti- 
tute of the Hartford Y. M. C. A. He 
has also been active in the work of the 
Hartford Advertising Club and the In- 
surance Advertising Conference. 





METROPOLITAN PROMOTIONS 

Morris W. Torrey, assistant seé¢retary, 
Metropolitan Life, in charge of reinsur- 
ance, has been elected a third vice-presi- 
dent. 

Earl O. Dunlap, also assistant secre- 
tary of the company, has been elected 
an assistant actuary. 








. New Club In Insurance District 


Insurance men will be interested to 
know that there are to be more club fa- 
cilities in the insurance district. The 
New York Old Colony Club has secured 
two floors in the 84 William Street build- 
ing, which will be vacated by the Royal 
when it moves into its new building at 
William and Fulton streets. Club rooms 
will be open on or about May 1, 1927. . 

There will be some 300 new members 
taken in, augmenting the present New 
York Old Colony Club to about 800 
members. Membership will be obtained 
strictly on invitation basis. 

For the first 100 members the com- 
bined initiation and first year’s dues will 
be $180; the second 100, $280, and the 
third 100, $380. 

The club will be known as the Down- 


town New York Old Colony Club. The 
present headquarters of what will be the 
Uptown New York Old Colony Club are 
at the Waldorf-Astoria. 

The usual facilities of the Old Colony 
Club whereby theatre tickets, baseball 
tickets, railroad transportation and hotel 
reservations are secured will be part of 
the service of this Downtown New York 
Old Colony Club. 

One feature will be gymnasium facili- 
ties for business men on the top floor 
of the club building. The chairman of 
the membership committee is E. H. 
More, telephone Pennsylvania 4460. Ex- 
ecutive offices are at 8 East 34th street, 
New York City. 

A number of prominent insurance men 
are already members of the Downtown 
New York Old Colony Club. 


norman | 


Philip Burnet, president of the Con- 
tinental Life Insurance Co. of Wilming- 
ton, Del., and a man who has a reputa- 
tion in the business for the vigor and 
thoughtfulness and originality of his 
views, announces that the name of the 
company has been changed to the Con- 
tinental American Life Insurance Co. In 
telling why he says in the announce- 
ment: “Since the organization of the 
Continental Life Insurance Co. of Wil- 
mington, Del. three other companies 
have adopted a similar name. In order 
to identify the company clearly and to 
avoid confusing it with other institutions 
its corporate title has been changed to 
Continental American Life Insurance 
Co.” The change was effective Janu- 
ary 1, 





GLENS FALLS CHANGES 

H. W. Cowles, formerly in charge of 
New York suburban field of the Glens 
Falls, will be transferred to the home 
office to assume underwriting duties. 

He will be succeeded by F. E. Vaug- 
han, formerly special agent for the com- 
pany in West Virginia. That state will 
be under the supervision of F. A. Cow- 
ard, who is being transferred from Cen- 
tral Ohio. 

Central Ohio will be in charge of 
George B. Kenney, whose headquarters 
ne be 8 East Broad Street, Columbus, 

io. 





THE DETROIT CASUALTY 
Detroit, Mich. Dec. 29, 1926. 
Editor The Eastern Underwriter: 


In your issue of December 24, 1926, 
you state in an article headed “Move 
Liquidations” that the Detroit Casualty 
Co. and a number of others have had 
their licenses revoked by the Insurance 
Department of Pennsylvania. The fact 
is that our license has not been revoked; 
on the contrary, the insurance commis- 
sioner, following the hearing granted our 
company and others, wrote us that our 
license which he had attempted to re- 
voke without granting a hearing had 
been restored. The truth is there never 
were at any time any legal or valid 
reasons or grounds for the alleged at- 
tempt to cancel our license in that our 
company had always complied with the 
law, was solvent in every way, and pos- 
sessed a very much larger surplus than 
the law required. 

Will you kindly make the necessary 
correction of your error in your next 
issue, giving it the same prominence as 
that given the original article? 

V. D. Cliff, President. 
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‘FIRE INSURANCE | 





Tompers Important 
Figure In This City 


PRESIDENT NATIONAL LIBERTY 





With Associates Has Controlled Com- 
pany Three Years; Splendid 
Record Has Been Made 





Three years ago a new administration 
came into power in the National Liberty 
Fire Insurance Co., the stock ownership 
having come into the control of George 
U. Tompers and associates. Mr. Tom- 
pers is well known in the financial center 
of the city and in industrial ard com- 
mercial circles because of the great suc- 














G. U. TOMPERS 


cess he has had in reorganizing corpora- 
tions and in running big business con- 
cerns. 

An. unusually clever business man, 
quick to make decisions, magnetic in per- 
sonality, a very brilliant speaker and a 
fine judge of men are descriptions of him 
which can be gathered by a little inquiry 
among the business men and financiers 
of this city. . 

Mr. Tompers and his associates were 
attracted to the National Liberty by its 
reputation, the fact that it has had a long 
and honorable career, and a liking and 
high regard they had for the insurance 
business. 


Doubles Its Surplus 

The National Liberty has made re- 
markable progress in these three years. 
At the close of 1922 the surplus was 
$3,012,300. At the close of last year pres- 
ent indications are that this figure was 
doubled. Another very interesting fea- 
ture regarding the National Liberty is 
the remarkable increase which has been 
made in the value of the capital stock. 
In a few years it has gone from $140 up 
to $420 bid. In 1925 the National Lib- 
erty had a low level loss ratio among the 
more important companies. 

Mr. Tompers was elected president of 
the National Liberty last week. Several 
years ago he was elected president of 
the! Baltimore American, a subsidiary of 
thé“National Liberty. 

The election of Mr. Tompers will give 
wide satisfaction throughout the National 
Liberty organization as he has made a 
remarkably fine impression since becom- 
ing’active in National Liberty. affairs. 
Theé* esprit d’corps in the company is 
excellent and other officers regard him 
as a natural born leader. 

When Mr. Tompers and his associates 


came into control of the Nationai Liberty 
they had no illusions about revolution- 
izing the fire insurance business. Mr, 
Tompers soon let it be known that the 
best policies and traditions of the coms 
pany would not be overturned nor would 
anything sensational in fire insurance 
practice and innovations be attempted. 
Instead, the main effort has been to build 
up organization, to improve the pér.on- 
nel wherever possible and to further the 
spirit of co-operation and team play. 


National Liberty Cabinet 


While a man of courage and acticn in 
making decisions, the entire experience 
of Mr. Tompers has been to survey a 
situation and get as good advice as poss 
sible about conditions before making a 
change. One of the first steps he took 
in connection with the National Liberty 
was to organize a cabinet which has 
since been meeting regularly at dinner 
once a month to discuss the plans and 
problems of the office force. All changes 
which have taken place at the home of- 
fice have been worked out in this cabie 
net and its personnel includes the entire 
official family and the heads of the ims 
portant departments. At these dinners 
there have been talks and those by Mr. 
Tompers have been particularly stimus 
lating. 

Another important development has 
been the organization of an association 
called the Key Club, the members of 
which are part of a group of department 
heads representing the mechanical ops 
erations of the company so that memes 
bers of the Key Club bring to their 
meetings the best suggestions available 
relative to co-ordination. 


Stimulating Interest Among Field 
Men 

Another innovation which will keenly 
interest fire insurance executives is a 
plan which has been put into operation 
whereby the field men of the National 
Liberty are afforded the opportunity to 
participate in the profits of their work, 
Bonuses are given predicated upon the 
low loss ratios of their territory and the 
increased volume of business. 

This plan has been cordially received 
by the field men; has in turn been of 
decided benefit to the company and so 
has worked out well all around. The 
company. incidentally has had no diffi- 
culty in filling field vacancies; in fact, 
it has received a large number of ap- 
plications for positions of this nature. 

In May, 1924, the Western department 
of the company was moved from Chicago 
to New York. There was considerable 
interest evinced among insurance men at 
the time whether this would result in a 
loss of contact with agents which would 
possibly be reflected in a lower premium 
income. Instead a steady growth in pre- 
mium was noted although the company 
was’ able to move permanently only a 
few of the people who had been working 
in the Western department at Chicago. 

An important addition to personnel 














Wott Tell You” 


Lambert Pharmacal Company) 


That’s the insidious thing about it—so many people today 
do not know just how much and what kinds of insurance they 


should have. 


If some one would only tell them why they should care- 
fully review their fire insurance at regular intervals—why they 
should not let it lapse and why they should be acquainted with 
a dozen other forms of insurance that some day might save 
them from a severe financial loss—they would certainly ap- 


preciate it. 


sy 


Home agents make a practice of surveying the insurance 
needs of property owners and in so doing win good will and 


business. 


THE HOME 


with the National Liberty is Norman T. 
Robertson, who was elected vice-presi- 
dent after joining the company, and who 
was formerly president of the Continen- 
tal. 

Was a Remarkably Good Salesman 

Mr. Tompers was born in Providence, 
R. IL, and came to New York on his 
twenty-first birthday. His first job was 
at $8 a week as an entry clerk with 
Rogers & Bro. 12 Cortlandt Street, 
which later was merged with the Inter- 
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INSURANCE COMPANY 


OF NEW YORK 





J. A. KELSEY, President 


Head Office: 45 John Street, New York 
G. Z. DAY, Vice-Pres. and,Secretary 








CAPITAL . . ° 
PREMIUM RESERVE 
OTHER LIABILITIES 
NET SURPLUS ° 
TOTAL ASSETS. 





Statement December 31, 





1925 

° . - $1,000,000.00 
° 610,292.51 
: 135,010.00 
: 1,251,747.80 
« 2,997,050.31 











INSURANCE 
COMPANY 











NEW YORK 


national Silver Company. He started to 
sell silver novelties for a jobbing con- 
cern in Maiden Lane, working on a com- 
mission basis, and demonstrated marked 
salesmanship talent the first week and 
every other week that he sold. After 
several other sales experiences he be- 
came a co-partner at the age of twenty- 
nine in the Flemish Art Co., which be- 
came the leading factor in the pyro- 
graphic business. During his connection 
with the Flemish Art Co. that concern 
employed as many as six hundred people 
in its plant. Ultimately he sold his in- 
terest to his partner. 

His next venture was with the Tower 
Manufacturing Co., of 326 Broadway, 
which did a jobbing and manufacturing 
stationery business. Under the manage- 
ment of Mr. Tompers it branched out 
into other enterprises and is now a very 
large corporation. 

After succésses in reorganizing and 
building up several industrial and com- 
mercial organizations Mr. Tompers be- 
came president of the Financial & In- 
dustrial Corporation of New York which 
is a $25,000,000 company. The common 
stock for this corporation was placed on 
sale one day in February, 1926, and the 
books were opened and closed simulta- 
neously as there was an over-subscrip- 
tion of the stock. 
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Liability Of Owners 
For Property Losses 


HOW INDIANA RULINGS WORK 





Owners Failing to Obey Orders of Fire 
Marshal Held Liable For Fire 
Damage Done to Others 


Personal responsibility for damages 
done to others by fires caused by care- 
lessness is a subject that has been talked 
about a lot in fire insurance circles in 
this country, but little has been done 
along that line. France, England and 
Germany already have negligence laws 
providing for redress in case of pre- 
ventable fires. In the United States a 
few states have laws somewhat along 


this line but providing a basis for negli- 
gence suits only under stipulated con- 
ditions. 

Indiana is one state where an owner 
of property may be held liable for dam- 
age done by fire to another’s property 
providing this damage was occasioned by 
failure to comply with an order of the 
state fire marshal to correct certain haz- 
ardous conditions or even possibly to 
tear down the building in question. 
Powers delegated under the fire marshal 
law are amply fortified by constitutional 
authority and have been affirmed on nu- 
merous occasions in the courts. 

Fred I. King, attorney for the In- 
diana State Fire Marshal Department, 
has written an opinion on the liability 
of property owners for careless fires in 
the current issue of the “Indiana Fire 
Prevention Journal,” published by the 
fire marshal’s department. In this he 
says in part: 

Extent of Liability Law 

“In general terms this authority ex- 
tends to the making and issuing of or- 
ders for the abatement or removal of 
fire hazards and includes the ordering 
of repairs to or the complete removal 
of buildings which may be found, upon 
inspection, to come within the purview of 
the act as well as the enforcement of 
regulations pertaining to the storage, 
use, manufacture, sale, handling and 
transportation of all classes of combusti- 
bles and explosives. 

“Failure to comply with a valid order 
of the fire marshal subjects the owner 
of property affected by such order to 
the imposition of certain penalties enu- 
merated in the statute, but aside from 
the possibile enforcement of these penal- 
ties it is well for the owner of prop- 
erty who unnecessarily delays compli- 
ance with such order to remember that 
he is assuming the risk of -being held 
liable for any damage which may accrue 
to other persons or property by rea- 
son of such delay. Thus if a building, 
the property of A, has been condemned 
as a fire hazard and an order for its 
removal made and served and A neglects 
or refuses to comply with the order 
within the time designated therein, and 
the building burns and by reason of its 
hazardous condition the flames are com- 
municated to the property of B, the lat- 
ter may recover from A such damages 
as he may suffer by the destruction of 
his own property. 

“The failure of A to comply with the 
order of the fire marshal is negligence 
per se and A is liable to respond in 
damages for any injury to person or 
property of which his failure to comply 
with such order is the proximate cause 
This rule extends, of course, to the 
breach of any duty imposed by a valid 
order of the fire marshal, whether it be 
for the removal of a building, the in- 
stallation of proper heating apparatus in 
a garage, the placing of proper fire es- 
capes, the removal of combustibles or 
explosives and the proper handling of 
the same, or for the performance of any 
other act deemed essential to the safety 
of the public or of individuals entitled 
to the protection of the statute. 

“That the rule here stated is the law 


in Indiana is confirmed by numerous de- 
cisions of both the Supreme and Appel- 
late Courts. In Prest-O-Light Co. v. 
Skeel, 182 Ind. 583, 106,N. E. 365, the 
Supreme Court states the rule thus: 

“Where a standard of duty is fixed 
and its measure defined by law, the 
omission of such duty is negligence per 
se, rendering the violator liable for in- 
juries proximately caused by such viola- 
tion, irrespective of the questions of care 
and prudence.’ 

“In the recent case of Moran v. Pole- 
dor et al, 151 N. E. 140, the Indiana Ap- 
pellate Court in the course of its opinion 
said: 

“Tt is true that, where a statute is 
enacted for the protection of life and 
property of others and imposing certain 
duties upon the owners of other prop- 
erty, the violation of such statute prox- 
imately contributing to and resulting in- 
jury to property of others is negligence 
per se. 

“That no distinction can be made be- 
tween what is referred to in the forego- 
ing decisions as ‘statutes’ and the rules, 
regulation and order of the Fire Mar- 
shal’s Department is conclusively indicat- 
ed by numerous decisions of the higher 
courts. 

“That one failing to comply with an 
order of the fire marshal cannot, in 
the event such failure occasions damage 
to another, avoid himself of the defense 
that he could not have foreseen the iden- 
tical injury to the particular person is 
held in principle in C. C.'C. & St. L. Ry. 
Co. v. Lauer, 176 Ind. 621. 

“There is also authority in support of 
the proposition that the owner of prop- 
erty, condemned as a fire hazard, who 
persists in maintaining it in such a con- 
dition despite the order of the state fire 
marshal may be held liable in damages 


to others whose property is reduced in: 


rental value or otherwise by reason of 
the condition of the condemned property 
or whose insurance rates upon their own 


property are increased by reason of such 
condition.” 








O. J. PRIOR, President 
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CAPITAL IS INCREASED 





New Brunswick Authorizes Increase 
From $300,000 to $1,000,000; Com- 
pany Over 100 Years Old 

At a special meeting of stockholders of 
the New Brunswick Fire, of New Bruns- 
wick, N. J., on Wednesday of this week 
it was voted to authorize an increase in 
capital of the company from $300,000 to 
$1,000,000. The new stock will be issued, 
it is believed, at $20 a share of $10 par, 
in order to produce an equal amount for 
the surplus account. The New Brunswick 
has been in operation for more than 100 
years, having started in 1826. At the 
close of 1925 the company had total as- 
sets of $1,500,556 and net surplus of $200,- 
895. 





KANSAS RATE CASE REOPENED 


The Supreme Court of Kansas has 
granted a rehearing in the rate case in 
which the court a few weeks ago held 
that the fire and tornado rate reduction 
orders issued by the Insurance Superin- 
tendent of Kansas were lawful and must 
be complied with by the fire insurance 
companies. The case will be reargued 
in February. 





Alfred Wright, Canadian manager of 
the London & Lancashire, was honored 
last week at the Toronto offices by his 
associates on the occasion of his seven- 
tieth birthday. .He was presented with a 
une shotgun made in England. 
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THE ADVERTISER IS AN 
OFFICE MANAGER 
and 
CORRESPONDENCE SUPERVISOR 


I was office manager in one position for more 
than nine years. Left through business disso- 
| lution. Was chief of correspondence depart- 
ment of one of the largest insurance brokerage 
concerns in New York for six years. 


Am at present with a $25,000,000 corporation in 
capacity of chief of correspondence, with whom 
I have been for more than two years. 
Organization change makes new connection 


Want connection in capacity noted above. 
Have you need of such services? 


Address BOX 1052 
THE EASTERN UNDERWRITER 
86 Fulton Street 
New York City 
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IN FOOTBALL PARLANCE 





Annual Game Between Fire and Fire 
Prevention as Reported by Kansas 
School Girl 


The annual game between fire and fire 
prevention during the last year ended 
in favor of fire, who scored about 1,500 
fires each day. On the sidelines stood 
scores of people, nearly all of them root- 
ing for fire prevention. The losing team 
played a good game, but the opponents 
had the advantage. This story was writ- 
ten by Miss Louise Bell, a student in the 
Marion, Kansas, High School, and was 
the prize essay for Fire Prevention 

eek. 

The line-up of the teams follow: 

Fire—Guards: Capt. Carelessness, Ig- 
norance. Ends: Cigarettes, Matches. 
Center: Rubbish Heaps. Tackles: Gaso- 
line, Kerosene. Quarters: Firecrackers. 
Halfbacks: Defective Wiring, Defective 
Flues. Fullback: Oil Mops. 

Fire Prevention—Guards: Capt. Care- 
fulness, Thoughtfulness. Ends: Clean 
Flues, Tin Match Containers. Center: 
Clean Yards. Tackles: Marked Gasoline 
Container, Safety First. Quarter: Sane 
Fourth. Halfbacks: Good Wiring, Flue 
Lining. Fullback: Fire Prevention 
Week. 

Both teams fought hard until the final 
whistle blew. Captain Carelessness was 
largely responsible for the points made 
by Fire. Many of the gains were made 
by the aerial route. Matches and Cig- 
arettes continuously passed to Rubbish 
Heaps; however, some of the passes 
were intercepted by Clean Yards. Every 
player on Fire’s team made one or more 
points. Fire Prevention played on the 
defensive during the entire game. 





FIDELITY-PHENIX REPORT 


The New York Insurance Depart- 
ment’s examination of the Fidelity-Phe- 
nix which was made on account of the 
proposed increase of capital from $5,- 
000,000 to $10,000,000 by the transfer of 
funds from surplus to capital account, 
shows the company to be in a particular- 
ly strong financial position. The exam- 
ination was made as of September 30, 
1926, and showed that the company had 
total admitted assets of $52,672,232 and 
unearned premium reserves of $21,310,254 
and total liabilities of $24,266,363. This 
gives a net surplus beyond the $5,000,000 
capital of $23,405,869, and a surplus to 
policyholders of $28,405,869. 





JOINS NATIONAL LIBERTY 

Announcement has been made of the 
appointment of A. W. Roberts as special 
agent for the National Liberty and the 
Baltimore American for Florida who will 
be assisted temporarily by J. A. McCor- 
kell. Both will make headquarters in 
Orlando. Mr. Roberts has had thorough 
home office training and also served as 
special agent in Florida for one of the 
large companies. For the past year he 
has been associated with the Stembler 
Insurance Agency, Miami. 





NORTH BRITISH CHANGES 

J. Y. G. Walker, vice-president of tht 
Central Union Trust Co., has been elect- 
ed chairman of the board of directors of 
the New York board of the North Brit- 
ish & Mercantile. Russell C. Leffingwell 
of J. P. Morgan & Co., has been made a 
member of the finance committee and 
Lewis B. Gawtry, president of the Bank 
for Savings in the City of New York, 
was elected a director. 
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Conn. Forest Fires 
Were Fewer in 1925 


WET WEATHER WAS ONE CAUSE 





Area Burned was 2,000 Acres Smaller 
Than During 1925; Most Fires 
Came in Three Months 





Forest fires were less numerous and 
caused a smaller amount of damage in 
Connecticut in 1926 than during the pre- 
vious year, according to figures made 
public by State Forester Austin F. 
Hawes. During the year just closed 742 
fires burned an area of 21,639 acres and 
caused damage estimated at $84,437. This 
is a marked decrease from the record of 


1925 when 852 fires burned 23,627 acres 
and caused an estimated damage of 
$99,616. 

The record of fires by months shows 


mainly by wet weather, and this was re- 
sponsible, Mr. Hawes said, for the year’s 
decrease. There were only thirteen fires 
during the autumn season, one in Sep- 
tember, four in October and eight in No- 
vember. This is in striking contrast to 
the number reported during the spring, 
when there were forty in March, 372 in 
April and 2&4 in May, a total of 696, 
more than 90% of the year’s total. There 
were no fires during August and one 
each in January and December. There 
were two in February, sixteen in June 
and thirteen in August. 

Hartford County had the greatest 
number of fires, 139, and Middlesex 
County had the smallest, fifty-one. Fires 
reported in other countries were as fol- 
lows: New Havenfi 132; Litchfield, 101; 
New London, ninety-eight; Fairfield, 
ninety; Windham, seventy; Tolland, 
sixty-one. 

Careless smokers were responsible for 
143 fires according to the classification 
of causes. These resulted in damage to 





3,249 acres with an estimated loss of 
§21,788. Five fires caused by lumbering 
operations burned an area of 3,352 acres 
and caused a loss of $16,860. Railroads 
were also responsible for 143 fires, which 
burned 2,348 acres and caused a loss of 
$7,176. Campfires started fifty-three 
forest blazes which burned 1,224 acres 
with damage of $3,186. 

Incendiary fires totaled twenty-nine, 
burning 927 acres with damages of $4,025. 
One small fire was caused by lightning. 
Brush burning caused 117, unknown 
o 247, miscellaneous causes twenty- 
thre 

The larger part of the area burned was 
unmerchantable woodland, 14,472 acres 





were listed under this classification, 
while 4,501 acres of grass land and 2,666 
acres of merchantable woodland were 
burned. The loss to merchantable 
growth was estimated at $20,922; unmer- 
chantable growth, $52,888 ; wood prod- 
ucts, $2,770, and improvements, $6,515. 


a falling off during the autumn, caused . 
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HOME’S CHANGES IN FIELD 





New York Suburban and New Jersey 
Fields Subdivided; New Appoint- 
ments Are Announced 

The Home has divided northern New 
Jersey into two separate fields and has 
similarly divided the New York suburb- 
an territory, in each instance advancing 
a special agent to be State agent of the 
newly created territory. The counties of 
Hunterdon, Morris, Somerset, Sussex and 
Warren are detached from the former 
northern New Jersey field and made a 
separate field known as the northwest- 
ern New Jersey field. W. M. Cranston, 
who has been special agent under State 
Agent R. W. Simons in northern New 
Jersey, becomes State agent for the new 
field with headquarters at Newark. The 
change enables State Agent Simons to 
devote his entire time to Bergen, Passa- 
ic, Essex, Hudson, Union, Middlesex and 
Monmouth counties. 

In the New York suburban Prat oe 
Harry E. Phillips, who has been special 
agent under State Agent C. F. $wimm, 
is given the title of State agent and takes 
supervision over Bronx, Putnam, Rich- 
mond, Rockland and Westchester coun- 
ties, with headquarters at the home office 
in New York. State Agent Swimm’s 
territory, henceforth, will be Queens, 


Nassau and Suffolk counties on Long 
Island. 





BROOKLYN BROKERS DINNER 
The Brooklyn Insurance Brokers As- 


sociation is going to hold its fifteenth ~ 


annual dinner on Tuesday evening, Jan- 
uary 25, at the New Imperial in Brook- 
lyn. Members of the new administration 
who were recently elected include Morti- 
mer Weinberg, president; L. Arnold, 
vice-president; H. Ellis, treasurer, and 
C. R. Rikel, secretary. 


CHANGES AT PHILADELPHIA 

Several changes were made the first 
of the year in the Philadelphia branch 
office of the Royal. Mortimer Skinner, 
who has been joint manager with W. T. 
Mills, Jr., under the title of Skinner & 
Mills, is retired by the company on a 
retirement allowance. Mr. Skinner 
joined the Royal in 1879. W. T. Mills, 
Jr., becomes sole manager of the Royal’s 
branch, and W. B. Albertson becomes 
assistant manager. Mr. Mills has been 
with the Royal since 1905. William F. 
Anderson, agency superintendent at the 
Philadelphia branch, has retired after 
thirty-six years in the service of the 
company. H. C. Wiedenman has been 
appointed special agent for Philadelphia 
and J. H. Foster, who has been Mr. An- 
derson’s assistant, is appointed special 
agent for the suburban territory around 
Philadelphia. 





A. G. MARTIN HONORED 

Alfred G. Martin, who has retired as 
manager of the Northern Assurance and 
the London & Scottish, was agreeably 
surprised to find when he returned to his 
office last week to find a handsome silver 
set awaiting him which was the gift of 
the members of the office staffs. They 
refused to let him retire without taking 
with him some token of their affection 
and esteem and so arranged for the gift 
during Mr. Martin’s absence. The set 
consisted of a large silver platter, a 
small silver platter and two silver serv- 
ing dishes. No presentation speech was 
made, but lots of good will went with the 
token. 





NEW LQS ANGELES COMPANY 

The Acme Fire of Los Angeles will be- 
gin business there on February 1 with 
a capital of $500,000. It is said to be the 
only fire insurance company with home 
offices in Los Angeles. William E. Cham- 
berlain is president of the Acme and 
Earl R. Holland will be the general man- 
ager. 


Greater N. Y. Losses 
Take Drop in December 


FEW CHRISTMAS TREE FIRES 





Consensus of Opinion That Losses for 
1926 Will Be Lower Than 1925; 
Farm Loss Still High 





Although no figures have been obtain- 
able it is the consensus of opinion among 
adjusters of the metropolitan district of 
New York City that the losses for De- 
cember have been somewhat lower than 
those of the same month of 1925, par- 
ticularly in the fur line, which is prob- 
ably due to the vigilance committee 
which was formed last May. 

Losses for the entire year of 1926, 
while somewhat higher in certain trades, 
have been comparatively low which has 
made the losses for the entire year some- 
what lower than for 1925. During the 
early spring months losses began to 
mount in the millinery trade, but the 
companies realizing the state of affairs 
began to cut down on that class of busi- 
ness and there was a decided drop in 
fires. 

An interesting fact was brought up by 
several insurance adjusters as to the ex- 
ceptionally few fires caused by Christ- 
mas trees in December. This they claim 
is due to the fact that the public are 
doing away with the old time candle and 
using the small electric light for illumi- 
nation. 

From another source it was learned 
that farm property still maintains its 
high loss ratio in spite of the U. S. Gov- 
ernment’s aid in showing the farmer 
many ways in which he can reduce the 
fire risk in and around his property. It 
is the general opinion among insurance 
men, however, that with the next year 
or so farm property will be written more 
freely among stock companies than in the 
mutuals for the reason that many of the 
larger farms will be more fully equipped 
to fight fires. 

One of the chief facts to overcome in 
the matter of farm property is that of 
smoking employes while in the various 
outbuildings, particularly in barns and 
garages the latter having been erected 
recently by a great many farmzers. 





ENTERS WORCESTER FIRM 


Donald D. McPherson, son of William 
P. McPherson, of the local agency of 
Crowell, McPherson & Co., of Worces- 
ter, Mass., has been admitted to partner- 
ship in that firm, the partners of the 
office now being Mr. McPherson senior 
and junior. Young Mr. McPherson has 
been with the agency since October, 1925. 





DIRECTOR OF SECURITY 
The Security Fire of Davenport, Ia., 
has elected Charles J. Johnson, vice-pres- 
ident of the Independent Baking Com- 
pany of Davenport, a member of the 


board of directors. He succeeds the late 
Rudolph Rohlfe. 
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HY is the principle of co-insurance fair alike to 
insured and. insurer? The oldest known record 
of a loss adjustment established the equity of requir- 
ing all the value at risk to contribute its proportion 


toward the sustained loss. This is General Average. 


The fact that numerically most fire losses do not 
result in total destruction of the individual risk, must 
be credited principally to fire protection which is paid 


for and maintained by taxation upon all the proper- 


ties protected, and, therefore, all risks should carry ; 


approximately the same percentage of insurance to 


value to receive full reimbursement for partial losses. 


.Under like fire protection, the granting of 
insurance without the co-insurance requirement is 
discriminatory, and destroys the true average for 


rate-making. 
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Travelers Fire Made 
Big Gains In 1926 


PREMIUMS ARE OVER $7,660,000 





Company Has Been in Business Only 
Two Years; Big Gains Also in Auto- 
mobile and Casualty Lines 





A gain of $5,520,000, or approximately 
550%, in the paid fire, tornado and mis- 
cellaneous premiums of the Travelers 
Fire was revealed in the preliminary 
statement of business done during 19260. 

Premiums of the Travelers Fire on 
fire, tornado and miscellaneous risks 
were more than $6,520,000, as compared 
with premium receipts of $1,000,000 in 
1925. The fire company began issuing 
policies first in that year but it did not 
get underway in its various lines 
throughout the United States until 1926, 
its total premium income for last year 
being more than $7,660,000. 

The paid premiums for 1926 and the 
gains over 1925 in various classifica- 
tions were for Traveler’s companies: 

—e premiums, - $6,360,000; gain, 


‘Automobile casualty premiums, $21,- 
330,000; gain, $2,210,000. 
Compensation premiums, 
gain, $2,530,000. 
oheony glass premiums, $920,000; gain, 


$840,000 ; 


Boiler 

Machinery, fly wheel and miseéllane- 
ous premiums, $500,000; gain, $83,000. 
Burglary premiums, $2,500,000; gain, 
350,000. 


$22,800,000 ; 


premiums, gain, 


Automobile fire and theft premiums, 
$1,140,000; gain, $650,000. 

Fire, tornado and miscellaneous pre- 
miums, $6,520,000; gain, $5,520,000. 

_ The big aggregates in the two major 
lines of casualty insurance, automobile 
and workmen’s compensation are consid- 
ered impressive and the gains in both 
lines more than substantial. When the 
automobile fire and theft premiums are 
added to the automobile casualty insur- 
ance figures the income from automobile 
business is brought up to $22,470,000. 
The premium income of the Travelers 
Fire, which began issuing policies in 
1925 but did not get underway in its va- 
rious lines and throughout the country 
till 1926, totals over $7,660,000. 





MUTUALS’ PROTEST ON E. U. A. 





Claim Before Supt. Beha That Rules of 
Organization Are Discriminatory 
Against Mutuals 
One of the outcomes of separation in 
the fire insurance field in the territory 
of the Eastern Underwriters’ Associa- 
tion has been the protesting by mutuals 
against alleged discrimination. At a 
hearing held by Insurance Superinten- 
dent Beha of New York on Tuesday of 
this week representatives of fire mutuals 
said that the E. U. A. organization rules 
provide that agents writing for mutuals 
with home offices outside New York 
State cannot take the 20% flat scale, but 
must accept the graded scale. Likewise 
in New England, agencies which may 
write for New York mutuals must take 
the graded scale, even though these 
agencies may represent no non-union 

stock companies. 

The Eastern Underwriters’ Association 
provides that agencies in New York may 
represent New York mutuals and still 


. be classified as clear agencies and New 


England agencies may continue to repre- 
sent New England mutuals and get the 
20%. flat scale. 

While these rules of the E. U. A. con- 
stitute a violation of the anti-discrimina- 
tion laws in the eyes of the mutuals 
the stock companies are confident that 
such is not the case, and base their con- 
tentions on court decisions rendered in 
the separation fight between the Union 
and Western Bureau, in which the courts 
held that separation was legal as the 
differential in commission paid by Bu- 
reau companies created a condition ad- 
verse to the Union companies. 
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EXPLAINS FARM RATES 





Commissioner Joh Says 


Companies Had Nearly 200% Loss 
Ratio Under Old Rates 


The upward adjustment of insurance 
rates on farm properties has recently 
been approved by Commissioner O. H. 
Johnson of Wisconsin after an extensive 
investigation. The analysis of the ex- 
perience of companies on this class dur- 
ing the past five years brought out that 
the losses and expenses on farm busi- 
ness amounted to $7,210,597, while the 
premiums earned amounted to $3,787,462, 
entailing an underwriting loss of $3,423,- 
135, or a loss and expense ratio to pre- 
miums earned of 190%. 


Due to the underwriting loss, Commis- 
sioner Johnson explained, the companies 
had practically ceased to write farm bus- 
iness, thereby entailing considerable 
hardship on property owners who de- 
sired insurance. The department had 
been ‘flooded with inquiries from prop- 
erty owners, banks, loan agencies and 
other institutions furnishing capital to 
farm owners as to where insurance cov- 
erage could be secured and the situation 
had reached an acute stage. 


The increase in the fire and tornado 
insurance rate applying to dwellings (and 
their contents) with fire resistive roofs 
and equipped with lightning rods, 
amounts to 10% for 1 year policies, 11% 
for 3 year policies, and 12% for 5 year 
policies, while the increase in farm build- 
ings other than dwellings (and their con- 
tents) equipped with lightning rods, 
amounts to 15% on 1 year policies, 17% 
on 3 year policies, and 18% on 5 year 
policies. Farm buildings not equipped 
with lightning rods secure an increase of 
20% on 1 year policies, 22% on 3 year 
policies, and 24% on 5 year policies. The 
heavy increase in farm losses is_attri- 
buted by Commissioner Johnson to the 
increased use of power farm machinery 
and the extensive use of gasoline in the 
operation of the modern farm. 











CRUM AND FORSTER 


110 William Street—New York City 
REPRESENTING 


The North River Insurance Co. of 
New York 

Richmond Insurance Company of 
New York 

United States Merchants & Ship- 
pers Insurance Company 

New York State Fire Ins. Co. of 
Albany, N. Y. 


.Union Fire Insurance Co. of Buffalo, New York 





F. M. Gund, Manager, Western De- 
partment, Freeport, Illinois 
Hines Brothers, Managers, Southern 
Department, Atlanta, Georgia 








WESTERN N. Y. FIELD CLUB 





Annual Meeting Held On New Year’s 
Eve at Rochester; F. O. Channel Is 
Elected President 
The annual meeting and New Year’s 
Eve party of the Western New York 
Field Club was held at the Powers Hotel, 
Rochester, N. Y., on December 31. The 
program was arranged under the direc- 
tion of W. O. McClelland, chairman of 
the executive committee and to add to 
the jollification, the quartette including 
Bob Forrest, Don McClay, Harrison 
Hegner and Oscar Siebert volunteered 
some old Scotch songs under the fa- 
miliar leadership of Past President 

“Jock” Currie. 

Officers elected for the coming year 
were F. O. Channel, president; W. O. 
McClelland, vice-president; O. J. Sie- 
bert, chairman executive committee; A. 
M. Paddon, secretary and treasurer; 
members of executive committee, Ralph 
W. Lester, W. H. Cooper, C. B. Cleaves 
and Grant Buckley. 





SYRACUSE CLUB MEETING 

The Syracuse Field Club will have its 
second annual holiday luncheon at the 
Hotel Syracuse on January 10 at 12.30 
p. m. The first of these luncheons held 
last year proved such a success and cre- 
ated such good spirit that they are to 
be continued. The entertainment com- 
mittee consists of W. M. Wakeman, Jr., 
Ohio Farmers; H. W. Miller, Commer- 
cial Union; P. B. Jarvis, Security; P. D. 


Fogg, Travelers, and Robert C. Hosmer, 
Excelsior. 





UNDERWRITERS ADJUSTING CO. 

Manager Carley of the Duluth office 
of the Underwriters Adjusting Co. of 
Chicago has been appointed to succeed 
Mr. Reimer as manager of the St. Paul 
branch. To fill the position left vacant 
by Mr. Carley’s transfer, J. C. Cole, 
staff adjuster at Duluth, has been chosen 
as manager. 
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W. S. Jackson, Mgr., Pacific Coast 
Dept., San Francisco, California 
Cobb Glass & Co., Managers, North 
Carolina Dept., Durham, North 
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Fire, Casualty Meet 
On Agency Accounting 
TO EXAMINE COST SYSTEMS 





Agents’ Association, National Board, 
Surety Ass’n and Casualty Men 
To Be Represented 





Representatives of fire and casualty 
companies and agents will hold a meet- 
ing next Wednesday, January 12, in New 
York to discuss better ways and means 
of securing more efficient agency ac- 
counting and cost methods. The Na- 
tional Association of Insurance Agents 
will be representeu by its: Better Busi- 
ness Methods Committee. W. E. Har- 
rington, of Atlanta, chairman of the As- 
sociation’s executive committee, is head 
of this committee. Other members who 
will be present in New York will in- 
clude Gilbert T. Amsden of Rochester, 
= Y., and E. S. Joseph, of Harrisburg, 


a. 

The National Board of Fire Under- 
writers will be represented at this meet- 
ing and also the Surety Association of 
America. Casualty companies will have 
as representatives President Holland of 
the Independence Indemnity and Vice- 
President Frizzell of the Indemiiity Com- 
pany of North America. Various State 
Associations of the local agents have 
during the last year been giving more at- 
tention to agency cost methods and sev- 
eral of them have sought to secure the 
average costs by sending out .question- 
naires to their members. These attempts 
have met with only fair success as the 
majority of agents did not submit an- 
swers, so that the experience on which 
figures were presented was not large. 


E. U. A. MEETING IN BOSTON 

The Boston committee of the Eastern 
Underwriters Association met Tuesday 
in Boston with members of the Board of 
Fire Underwriters (agents) there and 
with representatives of the Massachu- 
setts Association of Insurance Brokers. 
The meeting was held to discuss what 
the new rates of commissions for the 
Boston territory should be. Ten com- 
pany executives of the E. U. A. commit- 
tee were present, with President N. S. 
Bartow of the Queen as chairman. The 
agents were represented by William Gil- 
mour, Gilmour, Rothery & Co.; John 
Cornish, of Field & Cowles; Herbert G. 
Fairfield, of Russell & Fairfield; Frank 
A. Dewick, of Dewick & Flanders; H. A. 
Kneeland, of John C. Paige & Co., and 
George B. Proctor, of Patterson, Wylde 
& Windeler. 








FUNDS FOR FIRE PROTECTION 

Among the recommendations contained 
in the annual message of Governor Smith 
to the New York State legislature is the 
continuance of the policy of appropriat- 
ing money for fire prevention in the 
state institutions. Predicated on a re- 
port and recommendations of the Na- 
tional Board of Underwriters after an 
inspection of state institutions, the legis- 
lature has annually for:the past three 
vears made appropriation of a ‘million 
dollars for this purpose. 





A. E. HILL BUYS AGENCY 

Ashby E. Hill of Hartford, has pur- 
chased the insurance department of the 
Rogers Realty & Trust Co. and the Co- 
lumbia Trust Co. of Atlanta, Ga. Mr. 
Hill is resigning his position as manager 
of the Southern department of the 
Travelers Fire to return to Atlanta, his 
home city, where he was formerly as- 
sistant manager of the Southern depart- 
ment of the Insurance Company of 
North America. 





Three Federal judges at Lexington, 
Ky., have taken under advisement the 
question of granting an injunction sought 
by the fire insurance companies operat- 
ing in Kentucky to prevent State Auditor 
W. H. Shanks from blocking the pro- 
posed 124%4% advance in fire insurance 
rates. 
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Specialty Line Insurance 


m2) Agents can easily sell 
Specialty Line Insur- 
ance at this season of 





INDSTORMS in the South, explosions in the East, 

and disasters in the West during 1926 have’ proven 

conclusively that property owners need protection against 
the unexpected catastrophe. 


Because of the uncertainty of the future and the |inabil- 
ity to prevent the re-occurence of losses of this kind, prop- 
erty owners should be completely protected at all times 
against the unexpected. 


Agents can best serve their clients by suggesting to them 





the year. the lines needed to insure their protection. 
COMMERCIAL UNION 
ASSURANCE CO., LID. 
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Says Company Does 
Not “Take the Risk” 


CITES THE LAW OF AVERAGE 





British Writer Says Stable Companies 
Are Secure, for Results Will 
Show Uniformity 





Sir William Schooling, K.B.E., of Eng- 
land, tells a tale in the London “Daily 
Telegraph,” which may be unknown to 
some readers of The Eastern Under- 
writer. Sir William, of course, uses the 
title as the text for a sermon on the 
vexed question of who really does “take 
the fire risk.” The story runs: 

“I hope I have told before the story of 
a lady who would lose a substantial sum 
of money if she married, and who pro- 
posed to an insurance company that it 
should issue a policy paying her in the 
event of marriage the amount she would 
have to forego. The agent of the com- 
pany thought that the proposal could not 
be accepted, because she might insure 
today and marry tomorrow, when the 
policy would become a claim. The chair- 
man of the insurance company, however, 
asked that the lady’s photograph might 
be sent, and, having examined it careful- 
ly, he passed it around to the other di- 
rectors with the remark, ‘I think, gentle- 
man, we might take the risk.’ The lady 
was so far from beautiful that the policy 
was issued, the premium paid for many 
years, and to the best of my knowledge 
the policy never became a claim. 

“Such a policy violates one of the 
fundamental principles of fire insurance, 
which is that the insured person cannot 
or, a least, is extremely unlikely to— 
cause a claim to arise. 

“I quote this story for the purpose of 
emphasizing the loose way in which the 
phrase, ‘taking a risk’ is continually em- 
ployed in connection with insurance. 
When a company issues a policy insur- 
ing indemnity against loss through fire 
or accident, burglary or death, it is in 
one sense correct to say that the com- 
pany ‘takes the risk,’ and yet it is no 
less true than a well-established company 
lakes no risk at all. For an individual 
there is an appreciable risk of financial 
loss through accident, burglary, or pre- 
mature death, but if a company carries 
a hundred thousand risks it escapes from 
the position of uncertainty in which each 
individual is. placed, into a position of 
certainty because of the working of the 
law of average. If we toss a coin a few 
times the heads and tails may be very 
inequal, but the more frequent the toss- 
Ing the more nearly will the number of 
heads and tails that turn up be equal. 
his Same experience of uniformity of 
tesults is found in all sorts of other oc- 
Curences when observed on a sufficient- 
ly large scale and for a long enough pe- 
nod of time. 

_ The existence of this law of average 
is one of the fundamental things that 


Kes the existence of insurance pos- 
sible. . 






































T. Y¥. BROWN CO. ANNIVERSARY 
ly Y. Brown & Co., one of the oldest 
fire insurance agencies in New York 
City, has just celebrated its sixty-eighth 
knniversary. The agency was established 
in December of 1858 under the same 
name that it bears today. T. Y. Brown 
as at that time secretary and general 
Agent of the Tradesman Insurance Co. 
0’ New York. This agency has repre- 
sented the Glens Falls continuously for 
hfty years, the appointment having been 
made early in 1877. The members of 
the agency at the present time are S. 
. Brown and A. B., Mills, formerly con- 
nected with Weed & Kennedy of New 
ork. This year will be “Jubilee Year” 
lor the agency in recognition of its long 
a close connection with the Glens 
alls. 


DINNER TO CAPT. B. C. THORN 





Retirmg Manager of Brooklyn Office, 
Fidelity-Phenix, Receives Beautiful 
Gifts On Retirement 

Captain B. C. Thorn, retiring manager 
of the Brooklyn office of the Fidelity- 
Phenix, was tendered a farewell dinner 
on Thursday evening, December 30, in 
the Gold Room of the St. George Hotel, 
by the members of his office staff. 

In addition to the entire office staff 
there were present at the dinner Chair- 
man Sturm, President Haid, Vice-Presi- 
dent Quaid and Mr. Steuerwald, who 
succeeds Captain Thorn; Mr. Schmersal, 
manager of the Continental’s Brooklyn 
office; Mr. Berg, manager of the Fidel- 
ity-Phenix and Continental Williamsburg 
office, and Mr. Eisemann, manager of 
the Flatbush office. 

Captain Thorn was presented with a 
handsome gold watch by President 
Sturm on behalf of the board of directors 
and the officers of the company. The 
Brooklyn office presented Captain Thorn 
with an easy chair. 

Remarks appropriate to the occasion 
were made by Cashier Andrews, who is 


now entering his sixtieth year of serv- 
ice with the Brooklyn Fidelity-Phenix 
office, and by Assistant Manager Bisbee, 
who has associated with Captain Thorn 
for forty-four years. The affair was well 
managed by Miss Barlow. The music 
was rendered by the Brooklyn Musical 
Managers’ Quartet. 

The many sincere expressions of af- 
fection for Captain Thorn, on the part 
of his associates, made the occasion a 
touching and beautiful one and one that 
will linger in the memory of all present. 





SUIT OVER NEWARK FIRE 

Buffalo, N. Y., Jan. 4—Suit for 
$12,500 on two fire insurance policies has 
been filed in federal court here by the 
U. S. Pulp Products Co., of Newark, 
N. J. The Newark plant, valued at 
$125,000, was burned in 1923. William 
A. Filkins, trustee in bankruptcy, who 
filed the suit, claims the company had 
a policy for $5,000 and another for 
$7,500. The insurance company contends 
the former policy was cancelled while 
the latter was never made effective. The 
plant was declared bankrupt, following 
the fire, pending the outcome of the in- 
surance suit. 
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THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


the security of its policy. 
CHARLES W. HIGLEY, President 


MONTGOMERY CLARK, Vice-President 
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1927 Construction 


Ground is now being broken for the new year’s construction. 
Buildings—1927 model—will arise as if by magic in town and 
country from coast to coast. Your own community will get its 


And with it will come a need for more insurance protection. 
Break ground early for your share of the business. Cultivate 
your contacts while plans and foundations are being laid. 


Think of new construction in terms of insurance, and also 
think of soundest insurance protection in terms of Fidelity- 


| FIDELITY-PHENIX 


FIRE INSURANCE COMPANY 
EIGHTY MAIDEN LANE,NEW YORK,NY. 


CASH CAPITAL~TEN MILLION DOLLARS 
CHICAGO * 


SAN FRANCISCO 
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Says Installment 
Buying Is No Menace 


ABOUT 4% OF ANNUAL INCOME 





For Autos, Radios, Clothes and Other 
Goods and Merchandise, Says M. V. 
Ayres in Defense of System 





One of the best talks made recently 
on the subject of installment buying and 
its financing was that delivered by Milan 
V. Ayres, economist and statistician, be- 
fore the recent annual national automo- 
tive financing conference. Since then 
Mr. Ayres’ talk has been circulated 
widely in. pamphlet form. The subject 
of installment buying is especially live to 
fire insurance men who wonder whether 
the steady expansion of this form of pur- 
chasing is not slowly undermining the 
credit of the purchasing public and cre- 
ating a condition whereby insurance 
companies would confront a_ terrific 
moral hazard danger in case of a severe 
business depression. 

Mr. Ayres argues against such ® con- 
clusion. He maintains that installment 
buying has not reached an unhealthy 
stage. Citing automobile statistics for 
1925, he said that while, in dollars, the 
time sales represented between 75% and 
80% of all sales, those who bought on. 
the installment plan paid one-third of the 
price down in cash, and that the average 
debt was only $1,049,000,000 compared 
with $3,446,000.000 as the total cash value 
of all cars sold. 

On the subject of national income and 
installment purchasing, Mr. Ayres said: 

The National Income 

The national,income is about 70 bil- 
lion dollars annually. Of this we spend 
on installment buying about 6 billion, 179 
million dollars for merchandise and about 
one billion, 575 million for real estate, or 
a total of 7 billion, 750 million, which is 
11% of our income. On account of this 
buying we owe at any one time about 
two billion, 638 million, or less than 4% 
of our income, on short time installment 
paper representing merchandise pur- 
chases and about four billion, 925 mil- 
lion on long time paper based on real 
estate. The total thus owed is 7 billion, 
563 million dollars, or again about 11% 
of our national income. 

“However, the fact is that when we 
talk about the installment plan we are 
not usually thinking of real estate. When 
real estate is bought intelligently, and for 
use rather than for speculation, it is a 
savings and investment proposition, in 
the same class as the purchase of stocks 
and bonds. 

“When we talk about the installment 
plan we have in mind automobiles and 
radios and clothes and vacuum cleaners, 
that is to-say, goods, wares and merchan- 
dise; and the thing to keep in mind 
about the bigness of that kind of busi- 
ness is that our installment debt for such 
things is less than 4% of our annual in- 
come 


“ur 


Objections and Answers 

“To the prediction that this kind of 
buying will cause or aggravate a busi- 
ness depreciation, and likewise to the 
claim sometimes made that it will have 
the opposite effect of rendering business 
depressions less severe, the answer is 
that it is, and will probably remain, too 
small to have much effect either way. 
To the warning that we are spending 
next year’s income and therefore will 
have nothing to spend next year, the 
answer is, first, that we are spending 
only a very small part of next year’s 
income, and, second, that when next year 
comes we shall again anticipate our in- 
come by just about the same amount, 
without any consequent disturbance of 
business. 

“The complaint is made that the people 
are buying the new luxuries, like automo- 
biles and radios, while skimping them- 
selves on the old necessities, like food 
and clothing and carpets. There is some 
truth in it. No doubt if the so-called 
new luxuries, were not available, the 
money would be spent for something else, 


Ridder Brothers Buy 
J.of C. And Commercial 


INSURANCE PAGE TO CONTINUE 





Morning Papers Among Oldest Estab- 
lished In City; Merger Of Interest 
To Insurance Men 





Insurance men were interested this 
week in an announcement in the daily 
papers of New York that the “Journal 
of Commerce” and the New York “Com- 
mercial,” two of the oldest newspapers 
in New York, have been purchased by 
Bernard H., Joseph E. and Victor F. 
Ridder. The Ridder brothers belong to 
a family which has been publishing news- 
papers in this city for a great many 
years, including the New York “Staats- 
Zeitung.” 

When the reorganization of the com- 
pany has been completed its stock will 
be open in part to general public sub- 
scription, although the absolute control 
of the majority of the stock has been 
acquired and will be retained by the 
Ridder brothers. 

Beginning last Monday the newspaper 
was published under the name of the 
“Journal of Commerce, Commercial Bul- 
letin and Commercial.” 

The circulation of the “Journal 
Commerce” is described as 30,000. 

In an editorial on Monday the paper 
states that its well established editorial 
and news policies will undergo no 
change, which will be good news to the 
insurance fraternity. The “Journal of 
Commerce’ ’has been running an insur- 
ance page for many years, it having been 
established by the father of Sumner Bal- 
lard, and later continued by Sumner Bal- 
lard until several years ago when he re- 
signed to devote all of his time to his 
large reinsurance business. 

At various times the New York “Com- 
mercial” was running an insurance de- 
partment, its principal writer of recent 
years being William E. Underwood, well- 
known insurance journalist. 


of 





Cc. P. JERVEY PROMOTED 

Charles P. Jervey of Hartford has been 
appointed assistant manager of the 
Southern department of the Travelers 
Fire. He has been chief examiner of the 
Southern department, having gained his 
early insurance experience in a_ local 
agency at Atlanta. He was with the 
Insurance Company of North America as 
chief examiner for. awhile, resigning to 
go with the Travelers Fire in Septem- 
ber, 1925. 
but it is not at all self-evident that this 
would result in a greater net total of 
health, happiness and contentment. It 
seems wisest to let the people who are 
to spend the money be their own judge 
of that. 

“We are told that many people buy on 
the installment plan things that they can- 
not afford. Of course they do, and many 
people do the same thing on the charge 
account plan and even on the cash down 
plan. It should be the business of the 
dealer and the finance company to see 
that people do not buy on the install- 
ment plan more than they can pay for. 
It seems that that is about as far as any 
authority can safely go in determining 
for the people what they shall do with 








their incomes. ; 
“Tt is argued that the installment plan 
causes people to develop spendthrift 


habits, and there is no doubt that in 
some cases this is true. The answer 1S 
that in other cases it teaches people to 
budget their income and plan their ex- 
penditures a long time ahead, thus train- 
ing them in habits of thrift. 

“To sum up, installment selling has 
grown rapidly in recent years, but not 
with especial rapidity in the past two or 
three years. It is here to stay. Like 
every good thing it carries with it its 
own problems and its opportunities for 
abuse, but it contains no menace for our 


institutions or for our financial or busi- 
ness structure.” 
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“ * THE WORLD enters’ this 
* New Year with confidence 
. |. that its purpose of making 
_ 1927 more progressive - - 
-; more profitable --more pros- 
' perous for its agents will 

bring aresponse bound to 
insure even greater mutual 
satisfaction--and that will 
spread farther than ever 
acoykomateRaeyonalaalenimertne 
live agents everywhere : 
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Fire Executives’ 
Views On New Year 


OPINIONS ARE _ OPTIMISTIC 





Belief That There Will Be Better Un- 
derwriting; Rate Advances Are 
Hoped’ For; Cooperation Praised 





Most fire insurance executives are op- 
timistic about 1927, even though they 
recognize the presence of many prob- 
lems still to be solved. The question of 
increased fire rates is still troublesome 
according to Vice-President Lyman 
Candee of the Globe & Rutgers, and 
until the companies secure adequate 
rates for the protection they supply there 
will always be a large element of un- 
certainty in fire underwriting. Of 
course, the ability of company executives 
to get together to solve common prob- 
lems, as exemplified by the Eastern 
Underwriters Association, is a matter of 


great satisfaction to all fire insurance 
men. 

Several executives submitted their 
views for publication in the forecast 


number of the “United States Review” 
of Philadelphia. Here are what some 
of them say about 1927: 

Lyman Candee of G. & R. 

Lyman Candee, vice-president of the 
Globe & Rutgers: 

“From present indications and our 
own experience, the results of 1926 are 
not going to show up much better than 
the immediately. preceding years. The 
year 1927.in my opinion will not be 
very much better. There may be an 
improvement in some sections where 
small rate increases have been obtained 
and in some cases better conditions will 
prevail. 

“A great many people, including 

some public officials, and I regret to 
say quite a number of our representa- 
tives and the representatives of other 
companies, the local agents, seem to 
think that insurance companies of our 
character are charitable organizations 
and we produce money from somewhere 
or other to fill up the gap caused by the 
excessive loss ratio which has prevailed 
in this country for several years past. 
_ “They do not seem to realize that an 
insurance company is the same as any 
other business organization—that just as 
soon as the income consistently contin- 
ues to be less than the outgo, the said 
Insurance company will arrive at the 
same point that any business organiza- 
tion arrives at, and that is in the bank- 
tuptcy court. 

“These conditions can be corrected 
only through the companies obtaining 
the proper rates in accordance with their 
experiences, and unless such adequate 
tates can be obtained not to write any 
business that does not carry with it an 
adequate rate. 

“The sooner the insuring public, the 
agents, the companies, the public offi- 
tials who have supervision over such 
companies, and others, come to this 
tealizing point, the better it will be for 
all concerned, otherwise some of these 
days the insuring public will find them- 
selves without the proper insurance 
Protection, because most of the com- 
panies will be forced into liquidation 
or else will be compelled to so curtail 
their business that chaotic conditions 
will exist in the financial and business 
world.” 

E. W. West of Glens Falls 

E. W. West, president of the Glens 

Falls, is optimistic. He says: 
_-The year 1927 should be one of sat 
factory progress and prosperity to 
Msurance agents. After Herculean 
ttorts of a most representative Com- 
mittee of Fire Underwriters, a new 
ganization for stabilizing the business 
as been born. The rank and file of 
a&ents outside of the large cities ‘will 
ave about a 1% increase in their com- 
Missions. This means an increased ex- 























_of fire risks. 


pense ratio of just that much to the 
companies. 

“That may not seem very large to the 
average agent, but it is more than the 
underwriting profit of the companies as 
a whole. If it brings greater co-opera- 
tion among the companies and less of 
the subtle and tricky advantages which 
have been sought, one over another, it 
will go far toward eliminating many of 
the existing evils of the business. 

“Peace at this price is probably 
worth it.” 

J. O. Platt of North America 

John O. Platt, vice-president of the 
Insurance Company of North America, 
believes there will be a closer inspection 
He says: 

“T do not pose as much of a prophet, 
but it seems to me that conditions are 
in the way of improving. This is evi- 
denced, among other things by the fact 
that there is a growing tendency on the 
part of companies to do more careful 
underwriting, placing greater emphasis 
upon the selection of ownerships and 
less upon volume and treaty reinsurance. 

“Tf a way can be devised of gaining 
greater co-operation from the producing 
forces in a wise selection of business, 
the loss ratio will probably be reason- 
able, and if we can control extravagances’ 
in operation and not have unnecessary 
burdens placed upon the companies, the 
net results to us look quite hopeful for 
the future.” 

President Hawley of Ohio Farmers 

President F. H. Hawley of the Ohio 
Farmers, of Le Roy, Ohio, says 1927 
ought to be a good year. 

“The year 1926 has been a particularly 

good one for the Ohio Farmers. We 
attribute that fact to better and closer 
underwriting, not only in our home of- 
fice, but by our entire field organiza- 
tion. 
“From the general improvement that 
has been made during the past six 
months by all companies in the manner 
of underwriting it seems to me that the 
year 1927 must be a good one for all 
careful. conservative companies. This, 
of course, is on the supposition that 
the general conditions for 1927 continue 
about as they have been for the year 
1926.” 





AGENTS’ MID-YEAR MEETING 





To Be Held in April But Will Not 
Conflict With Easter Holidays; 
Two Hotels Mentioned 
The mid-year meeting of the National 
Association of Insurance Agents will be 
held in Chicago some time in April. The 
exact dates have not yet been fixed be- 
cause those in charge of the convention 
are wrestling with the problem of having 


the meeting coming too close to Easter, ~ 


which falls this year on April 17. It is 
likely that the convention will be held 
either about April 1, or close to the end 
of the month. 

Two hotels are being mentioned for 
the meeting—the LaSalle and the Sher- 
man. Both of these hotels are conven- 
iently situated in the center of the city 
and close to the insurance agency offices 
in the Loop. 





L. & L. & G. CHANGE 

Colorado has been transferred from the 
western department of the Liverpool & 
London & Globe to the Pacific Coast de- 
partment. The change places the three 
mountain States of Colorado, New Mex- 
ico and Wyoming under one administra- 
tion. 7 





ROSSIA SETTLES WITH HOME 

The Rossia and the Union Reserve 
have settled long-standing reinsurance 
dispute by making a cash settlement out 
of court with the Home to cover losses 
insured under an excess cover contract 
issued by the reinsurers. 





STOCKHOLDERS’ MEETING 
The annual meeting of the stockhold- 
ers of the Firemen’s of Newark will be 
held on Mondav, January 10, for the 
purpose of electing a board of directors 
for the ensuing year. 




















There are No Worries if you have 
‘“‘Keep-a-roof-over-your-head” 
INSURANCE. 





Mrs. Smith:-"Wasn't it dreadful for the Jones 
family to have to spend so much of their fire 
insurance money to hire a place to live in instead 


of using it to fix up their home? 


But 
why didn't they have Rental Value Insurance 
Thanks 


to the insistence of Tom's insurance agent we have 


Mrs. Brown:-"“I'm so sorry for them. 
to pay for the place they had to hire? 


it on this house, as well as on Tom's place of 


business. So we dont worry. ' 


OO OO 


a NOTE. eri as 


(Our agents have the new booklet giving “Selling Suggestions” 
for Rent and/or Rental Value protection.) 
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Credit Insurance 
Gains in Importance 


MANY NATIONS INTERESTED 





Recent Conference in London Showed 
That European Bankers Want 
This Insurance Extended 





The recent international conference in 
London on credit insurance, to which 
came representatives from eighteen dif- 
ferent countries, has attracted wide at- 
tention in Europe. There is an increas- 
ing demand for credit insurance as an 
aid to international commerce and bank- 
ing interests are lending favorable sup- 
port to the steadily growing movement. 
Credit insurance is still considered by 
many as an experiment and is not un- 
derwritten to any great extent in the 
United States. 

In the London conference Sir Philip 
Dawson, M. P., made a talk which will 
probably have more to do with the ad- 
vancement of credit insurance on an in- 
ternational basis than any other event of 
the conference, unless it be the speech 
of P. J. H. Hannon, M. P., which fol- 
lowed. Sir Philip said that it had been 
brought home to him forcibly that the 
only way to increase trade was to give 
extended credit. If the world was so 
impoverished by war that farmers need- 
ing seed could not pay till after their 
harvest had been reached; that banks 
found it more and more difficult to give 
credit, and manufacturers could only 
finance their production without being 
able to give credit to their customers, 
and if the only way in which orders 
could be obtained was by giving extend- 
ed credit, it was evident that machinery 
was needed by which that credit could 
be made possible. This machinery is af- 
forded by credit insurance, but in order 
that its cost should not be prohibitive to 
the assured and yet that the insurer 
should make a profit, accurate knowledge 
and co-operation are essential. 

Favors Credit Organization 

He thought it was obviously to the ad- 
vantage of merchants and bankers in all 
countries that an organization should be 
brought into being which would enable 
this co-operation to be made possible and 
the requisite information to be dissemi- 
nated. 

Sir Philip then spoke of the long peri- 
od credit so necessary to the heavy 
trades, such as railways and electricity 
companies, firms of the best repute who 
needed credit extending to four or five 
years. In such cases there was little 
risk of loss by trade insolvency, but there 
was the risk of loss due to such calami- 
ties as war, famine, and revolution. Here 
he thought the Government should come 
to the rescue and guarantee the insur- 
ance companies against the calamity risk 
in return for a premium. 

On this point Mr. Spain rose to say 
that long term credit insurance presented 
special difficulties; that the usual term 
for which policies were issued was lim- 
ited to one year, but that the Govern- 
ment had encouraged the Trade Indem- 
nity Company to give policies for longer 
terms, and that they were now evolving 
a system by which indemnity was given 
for long periods, of which the assured 
ran the risk during the last year the as- 
sured contract ran. 

Beginning of New Outlook 

He was followed by P. J. H. Hannon, 
M. P., who said that since the war many 
who have been associated with the larger 
business undertakings had been giving 
earnest consideration to the question of 
restoring credit and they were of the 
opinion that there was an immense pos- 
sibility of improving markets by credit 
insurance if the political and catastrophic 
risk could be eliminated. During a recent 
tour he had found by inquiries in eleven 
different countries that there was much 
work to be done, but that orders could 
not be given for this work because of 
depressed currencies and the difficulty of 
obtaining credit. He thought that the 
conference morked the beginning of a 
new c«tlook in European trade. Further, 
he said that the purchasing power of 


many European countries is far below 
the amount their natural resources would 
warrant, and that he believed that credit 
insurance is the means by which purchas- 
ing power in such countries can be raised 
to its proper level. 

There followed a discussion on the 
possibility of co-operation in the collec- 
tion of bad debts, Mr. du Hamel, of the 
Trade Indemnity Co., outlining a scheme 
by which the claims of one company 
might be taken up by another company 
domiciled in the debtor’s country. He 
made a good point in suggesting that it 
was better for a national to sue a na- 
tional, not so much from any suspicion 
that foreigners might not obtain justice 
when suing nationals, but because of the 
difficulties which existed in carrying on 
legal process in foreign courts. 

Suggests Mutual Reinsurance 

Supino (Italy) suggested that mutual 
reinsurance might facilitate the collec- 
tion of bad debts under the proposed 
system, and another speaker expressed 
an opinion that this would only be the 
case where risks were shared by each 
company being interested in the original 
risk. Mr. Spain suggested that Mr. du 
Hamel had looked at the matter from a 
lawyer’s point of view, and that this was 
necessarily different from that of the 
underwriter who only in a last resource 
turned to legal process. The conference 
closed with a very hearty vote of thanks 
to the chairman. 

On the following day, the proceedings 
were carried on, but on this occasion in 
private. However, the writer has learned 
on excellent authority that a discussion 
took place in which the events of the 
previous meeting were explored; that a 
formal “understanding” as to the provi- 
sion of information and the sharing of 
business was come to, and a committee 
was appointed consisting of representa- 
tives of those eight countries in which 
credit insurance is now carried on to 
any great extent, with power to elect 
other members from countries where the 
business may develop. This committee, 
of which C. E. Heath is the chairman, 
will conduct its operations partly by 
correspondence and partly by meetings 
which will be arranged from time to 
time at suitable places. Amongst its 
duties will be the consideration of some 
of the problems outlined above, includ- 
ing that of giving absolute indemnity to 
assignees, while another matter to be 
considered is the creation of a guarantee 
fund to which all companies party to 
the conference would contribute, and out 
of which provision could be made for 
losses due to the failure of reinsurers 
under the reciprocal reinsurance scheme 
to meet their obligations. 


SOME SCOTCH COMPANIES 
Following is a list in chronological or- 
der of Scottish offices actively transact- 
ing the business of life insurance: 





Established 
GSIBAGINGN:. 25.4550 es) eee es 1805 
North British and Mercantile. 1809 
Scottish Widows’ Fund........ 1815 
RUE oso ns Fak Sis ose 1823 
Scottish Union and National.. 1824 
See SRO: sacs cw sicesaenwies 1825 
Scottish Amicable ............ 1826 
Scottish Equitable ........... 1831 
DIGCEROOR << cc stwaemaenccmens 1836 
Scottish Provident ........... 1837 
Scottish Insur. Corporation... 1877 
Sonttwsh Bate: s....s0s0s5 <a€aese 1881 
Scottish Temperance and Gen. 1883 
GEBEREY 25.5.0 ccc t sae gers 1885 


General Accident Fire and Life 1885 

All of the above-named offices are in a 
healthy condition financially, and are do- 
ing well. 


TO SUCCEED F. J. BREEN - 

Claude Habberstad has joined the Na- 
tional Board of Fire Underwriters and 
is being trained to take up the work to 
be relinquished by Fred J. Breen, ex- 
ecutive assistant to General Manager W. 
E. Mallalieu, when he leaves on January 
15 to go to Pittsburgh to become assis- 
tant to President E. E. Cole of the Na- 
tional Union Fire. Mr. Habberstad was 
educated at Beloit College, Beloit, Wis., 
and at Columbia University. 








Royal Exchange Assurance 


1720 —1926 


CAR AND GENERAL 
INSURANCE CORPORATION, LIMITED 
United States Head Office, 95 Maiden Lane, New York 
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for STATE of CONNECTICUT 


Wide Experience Prompt Service 
Moderate Charges 
Tel. 221-4 Washington 
Warren, Conn. Cornwall Bridge P. O. 


217TH YEAR 


SUN 


INSURANCE OFFICE, LIMITED 


'UNDED 1710 
UNITED STATES BRANCH 
55 Fifth Ave. - New York 
WESTERN DEPARTMENT 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 
PACIFIC DEPARTMENT 


N. W. Cor. Sansome and Sacramente Sts. 
San Francisco, 











SELLING TOURIST BAGGAGE 





How One Agency Has Developed a 
Good Sized Income on This Profit- 
able Fire Side-Line 
The Home is represented in Knoxville, 
Tenn., by Maynard & McMillan, accord- 
ing to “News From Home.” Mr. Mc- 
Millan solicits tourist baggage insurance 
on the theory that it is one of those j 


things much needed but often forgotten 


at the last moment before going on a 
Madison Street, east of LaSalle 








trip. So to people who travel on and off 
during the year, or even to those who 
are in the habit of traveling much over 
week ends, he suggests and sells an an- 
nual tourist baggage policy. 

“This is a sales idea that almost every 
agent can apply to good advantage and 
from which he can gain additional profit. 

“There are folks in every town who 
can be approached as suggested above. 
They should be people you know pretty 








well, so that you will be acquainted with CHICAGO 

their traveling habits, and be able to DOWNTOWN, near 

write or talk to them in a friendly way. principal ‘stores 
“Perhaps you know the purchasing banks, usine 88 


agent of a company who is compelled 
to make a few trips a year to keep in 
touch with his market. Or, going to the 
other side of the fence, maybe you are 
acquainted with a sales manager who 
must occasionally inspect his sales force 
and follow up big customers. Then there 
are lawyers and business men whose 


houses and theatres, 
the Brevoort is pre- 
eminent among Chi- 
cago hotels for qual- 
ity of service at 
mederate cost. 


E. N. Mathews, 


businesses require occasional trips. Also President. 
don’t forget the sportsman who travels R. E. Kelliher, 
now and then to attend various sporting Manager. 


events. Still another class of people take 
short week-end trips. Don’t overlook 
this large group.” 











HARTFORD LOSSES INCREASE 

Fire losses in Hartford, Conn., rose 
sharply during 1926, amounting to 
$515,006 compared with $297,729 in 1925. 
Carelessness was the cause of most of 
the fires, according to ‘Deputy Chief 
Coggshall of the Hartford Fire Depart- 
ment. The fire losses of last year were Metropolitan Assurance Underwriters 
exceeded twice in the past, in 1917 when ecliptic 
the losses amounted to $750,000 and in New York Fire Insurance Company 
1924, when the losses were about ineetperses TR 


$535,000. New York Equitable Underwriters 

Good facilities on desirable classes— 

Fire, Tornado, Use and Occupancy 
and Allied Lines. 


Losses paid in allied companies since 
organization—over $28,000,000 


Agents Wanted At 
Desirable Points 


American Equitable Assurance Company 
of New York 





HARTFORD CLUB REOPENS 

With 400 persons present, the remod- 
eled and expanded Hartford Club was 
opened in Hartford, Conn., on New 
Year’s Eve with a dinner dance and cele- 
bration. _ The club, to which many of 
the leading insurance men of Hartford 
belong, had been closed in part since the 
fire of March 2, 1926. The building has 
been renewed at a cost of more than 


Apply to 


HOME OFFICE 


92 William Street New Yor 
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Fur Risks Present An 
Underwriting Problem 


COMPANIES SHOWING CAUTION 





Globe Indemnity’s House Organ Gives 
Close-up of Ingenious Fur 


Robberies 





Burglary underwriters simply have to 
be hard-boiled when it comes to select- 
ing fur risks. Furs are as acceptable to 
thieves as United States currency or ne- 
gotiable bonds; they are difficult to iden- 
tify, are easily altered and there is al- 
ways a ready market. Most companies 
feel that almost no protection save that 
of a burglar-proof vault encased by an 
approved burglar alarm system, is suffi- 
cient to render such risks acceptable. 

The Globe Indemnity’s house organ, 
“Around the Globe,” in a recent issue 
cites a number of ingenious ways in 
which burglars have entered fur estab- 
lishments and two of them follow: 

Two Tricky Robberies 


In the burglary of Eitingen-Schild Co. 
in New York City, burglars rented a 
store in the rear of the premises of this 
furrier, and building a temporary wall 
across the middle of the store, utilized 
the rear portion to dig a hole six feet 
in the ground and then tunnelled until 
they got directly under the premises of 
Eitingen-Schild Co. and came _ up 
through the cellar bottom, removing furs 
in excess of $100,000 in value. It might 
be of interest to mention that the front 
door of the furrier’s premises directly 
faced the police station of the Safe and 
Loft Squad, the trained men for guard- 
ing the loft district. : 

As another example of the ingenuity 
frequently employed by burglars when a 
fur stock is the coveted prize, we cite the 
burglary of the fur factory of M. L. 
Farber, of 29 W. 36th Street, New York 
City. In this case the thieves cut a hole 
through the concrete flooring above with 
electric drills, lowered themselves into 
the factory, took a supply of sable and 
mink coats valued at $100,000—and made 
a leisurely get-a-way.. The loss was not 
discovered until the next day, when the 
employes returned to work. 

Companies Take Precautions 

As a means of precaution, “Around the 
Globe” says: “This means of entry into 
fur establishments has become so preva- 
lent that a recent inquiry among differ- 
ent companies developed the fact that 
practically all burglary underwriters 
today insist upon the wiring of even con- 
crete floors and ceilings, arid, in a good 
may cases, the outside building walls.. 

“One company tells us that where 
they did write a policy without requir- 
ing the wiring of the ceiling they en- 
tered into an agreement with the as- 
sured, releasing the company from all 
liability in the event of loss occurring 
through the unwired concrete floor or 
ceiling. 

In conclusion it says: “When the fur- 
tiers realize that the demands of the in- 
surance companies for more adequate 
Protection are not the fantastic dreams 
of burglary underwriters, but are the re- 
sult of wide—and sad—experience with 
fur stocks, they may then cooperate 
more enthusiastically in endeavors to 
make such risks reasonably safe and ac- 
rae 

Until such time, all fur risks will be 
viewed with fear and distrust, will be 
given the minute scrutiny to which they 
have been heretofore subjected, and will 
be accepted only if they measure up to 
the rigid standards of protection we re- 
quire.” 





JEFFERSON’S RULES 


Never put off until tomorrow what you 
can do today. 

Never trouble another for what you 
can do for yourself. 

Never spend your money, before you 
ave earned it. 

Never buy what you don’t need because 
It is cheap. 

Pride costs more than hunger, thirst 
and cold. 


RETIRES AS MANAGER 





John Wallace, of the New York Under- 
writers, Succeeded by E. G. 
Barth 

John Wallace, of Brooklyn, Long Is- 
land, manager of the New York Under- 
writers, recently retired from active busi- 
ness, and E. G. Barth, who has been his 
assistant for some years, has succeeded 
him. 

In appreciation of his long, faithful and 
capable services, the company has grant- 
ed Mr. Wallace a liberal pension. He 
was for some years special agent of the 
Guardian of London when it was operat- 
ing in this country and was also super- 
intendent of agencies in its Eastern de- 
partment when the New York Under- 
writers’ Agency reinsured the United 
States business of the Guardian on Jan- 
uary 1, 1894 

Mr. Wallace was taken over into the 
New Yorkk Underwriters’ organization 
in the same capacity, but left its service 
and joined the Manchester where he re- 
mained for a year or two. Later he re- 
turned to the New York Underwriters 
and resumed his old position which he 
held until the Long Island branch was 
opened when he was appointed manager 
of it. Mr. Wallace is one of the old 
school of underwriters, and is a man of 
high integrity of character. 

Mr. Barth is well equipped for his new 
responsibilities as a result of the careful 
training he has received at the hands of 
Mr. Wallace. 





COLLECTING PREMIUMS 





Views of E. T. Cairns of Fireman’s 
Fund on Extending Credit to Pur- 
chasers of Fire Ins. Policies 


E. T. Cairns, manager of the Eastern 
department of the Fireman’s Fund, has 
some good ideas on the problem of col- 
lecting premiums, one of those questions 
with which nearly every local agency has 
some difficulty. He published these ideas 
in the latest issue of the Fireman’s Fund 
“Record,” and they follow in part: 

“Policies covering small values where 
the premiums do not exceed say $25 to 
$50, should not be delivered until the 
premiums are paid in full. On premiums 
of a somewhat larger amount, say up to 
$100, payment of at least 50% of the pre- 
mium should be exacted before delivery 
of the policy. This will preclude the as- 
sured returning the policy with a state- 
ment that he does not need it or did not 
order it. 

“In dealing with commercial or manu- 
facturing concerns, who may hardly be 
expected to pay cash for fire insurance 
because their other business transactions 
are generally on a credit basis, some- 
what different methods are necessary. 

“For both small and large accounts, 
every agent should keep a well- ordered 
set of books in his own office. Many 
an agent has found himself in difficulty 
because he has tried to keep a record of 
premiums due, in some home-made mem- 
orandum form, carelessly kept and never 
balanced, perhaps with the thought that 
he was too busy or could not afford to 
be systematic. Carelessness in this re- 
spect generally results in overlooking the 
collection of some premiums or in dis- 
putes as to when or how much payment 
has been made. 

“One of our most successful agents 
keeps an indexed pocket memorandum of 
premiums due, but only as supplemental 
to a complete set of office books. With 
this pocket memorandum always at 
hand he is in a position to remind a 
customer of an account due, when he 
finds a convenient opportunity.” 





Frank H. Davis, for the last ten years 
assistant manager "of the Fireman’s Fund 
and the Hawkeye at Des Moines, has 
retired, following forty-three years in the 
insurance business. He is sixty-eight 
years of age. At a dinner given at Des 
Moines in his honor, Mr. Davis was pre- 
sented with a handsome watch. 


NORTH AMERICA CHANGES 

Drury P. Malone, who has been spe- 
cial agent in Virginia and the District 
of Columbia for the Insurance Company 
of North America, has been transferred 
to the home office in Philadelphia. Hugh 
N. Witt, special agent of the Alliance for 
Virginia, succeeds Mr. Malone. J. W. 
Bryant becomes special agent of the Al- 
liance and of the Philadelphia Fire & 
Marine for Virginia and the District of 
Columbia. Both Mr. Witt and Mr. Bry- 
ant i’ have their headquarters in Rich- 
mond. 





H. W. LOWE’S HOME BURNS 
The country home of Henry W. Lowe, 
of Johnson & Higgins, one of the lead- 
ing insurance brokerage houses in New 
York, at Wheatley Hills, L. I, was last 
week destroyed by fire. 





F. L. BROKAW IN NEW FIELD 

Frank L. Brokaw has resigned as vice- 
president of Lewis & Gendar, Inc., to be- 
come associated with L. A. Norton & 


Co., also of New York, well known 
dealers in bank and insurance stocks. 
In entering the investment field as a spe- 
cialist in insurance stocks, Mr. Brokaw 
is embarking upon an undertaking that 
he has been considering for some time. 
It is felt that the widening interest in 
this class of security affords him an un- 
usual opportunity for being of service to 
investors in the shares of financial in- 
stitutions. 





FEWER NEW YORK FIRES 


During the three months of Septem- 
ber, October and November fires in New 
York and Brooklyn decreased from 4,330 
in the same period in 1925 to 4,037 this 
year. There were 2,600 fires in New 
York and 1,437 in Brooklyn. 





FRANK BROKAW MAKES CHANGE 

Frank Brokaw, formerly of Lewis & 
Gendar, Inc., insurance agents, is now 
associated with L. A. Norton & Co., 
dealers in bank and insurance stocks at 
35 Nassau street, New York. 





Caledonian Insurance Co. of Scotland 
FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
UNITED STATES HEAD OFFICE 
555 Asylum Street, Hartford, Conn. 
R. C. CHRISTOPHER, U. S. Mgr. 
NEW YORK CITY OFFICE 
1 Liberty Street, New York 











Assets $9,335,359.49 





SCOTTISH UNION & NATIONAL 
INSURANCE COMPANY 


United States Main Office: Hartford, Conn. 
J. H. Vreeland, Manager 
Policyholders’ Surplus $4,047,779.36 
A Nine Million Dollar Company, Fifty Per Cent of Whose Assets Will 
Cover All Liabilities 
John G. Hilliard, Inc., Agent 


New York City 
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45 John Street 
THE YORKSHIRE ®t S20 
Established 1824 
FIRE, LIGHTNING, SPRINKLER LEAKAGE, AUTOMOBILE, RIOT 
AND EXPLOSION INSURANCE 


.- S. BRANCH, 12 Gold Street, ag: 

FRANK & DUBOIS, Unite States Managers. LACE BOYD Underwriting Mgr. 
FRANK B. MARTIN, Asst. Manager. WALLACE * KELLY, Branch Secretary. 
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CAROLINA-VIRGINIA ........ wed i eer Greensboro, N. C. 
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Barfod’s Report To Pinchot 


(Continued from page 1) 


panies. Along this line he said in part: 

“All of the foreign companies and or- 
ganizations included in these proceedings 
had the endorsement of the department 
in their home’ state. In one instance the 
commissioner from a_ southern state 
came on to Harrisburg in a vain endeav- 
or to stop the proceedings against one of 
the most objectionable organizations 
which he had sponsored and which for 
several years had exploited the people of 
Pennsylvania in a most objectionable and 
deceptive insurance scheme, outlawed 
even in its home state. 

“In many cases the company against 
which action was started by the Insur- 
ance Department resorted to injunction 
proceedings and several injunctions were 
granted. In two of these cases the de- 
partment has taken an appeal to the Su- 
preme Court in the belief that the in- 
junction powers were used improperly. 
In one specially flagrant case, the Com- 
mon Pleas Court of Philadelphia County 
refused to enjoin the insurance commis- 
sioner on the petition of an association 
which feared an examination by the re- 
organized department. When the in- 
junction petition failed in this case, the 
desperate men in charge of that fraudu- 
lent insurance organization preferred 
criminal charges against the Insurance 
Commissioner. The examination; never- 
theless, was pressed to completion and 
the full report on that association has 
been filed in the Philadelphia County 
Court for liquidation of the concern 
which upon examination was shown to 
have exacted general releases in blank 
from practically all its policyholders and 
then, after collecting premiums for 
months and years from its policyholders, 
confronted them with the general release 
when they entered a claim for final set- 
tlement.” 

The Commissioner said that the way 
cases where proceedings were instituted 
to oust unsafe insurance organizations 
from other states or to liquidate unsafe 
Pennsylvania organizations, “the pre- 
mium income had been largely dissipated 
in salaries, commissions or management 
expenses, and the organizations were in 
various stages of insolvency or had im- 
paired their resources so badly that there 
was little or nothing left for the policy- 
holders.” 

The Advisory Boards 


Quite a lot of space in the report is 
taken up in describing the Advisory 
Board situation, It will be recalled that 
the commissioner dropped the Advisory 
Board plan and took the licensing power 
back into the department. He said in 
part: 

“The worst feature of the Advisory 
Board system was that in several coun- 
ties the boards represented the Insurance 
Department and exercised all its license 
authority, and were composed of agents 
for notoriously unsound and undesirable 
insurance organizations, companies and 
associations against which the present 
insurance administration has _ brought 
ouster and liquidation proceedings. It 
mattered not that some of the boards 
in the larger counties were composed of 
high-minded, public spirited citizens. 
They were laboring under a delusion in 
believing that their efforts were effec- 
tive. They could not be effective as long 
as they were impotent to guarantee the 
integrity of all the boards in this state. 
An agent refused a license for good 
cause by an honest board could, and fre- 
quently did, go to an adjoining county 
and secure a license which was good in 
anv county in the state. 

“The fundamental error of lending the 
police power of the state, exercised in 
the license authority of insurance agents 
and brokers, to any private organization 
was considered vital bv the present com- 
missioner. Prompt action, therefore, was 
t-ken to abolish this system and retrieve 
for the Insurance Department the au- 


thority which it had surrendered in ef- 
fort to evade the labor and the responsi- 
bility which the authority carried with 
| ad 

Submit 20 New Policy Forms a Day 

With the dismissal of the advisory 
boards new questionnaires for agents and 
brokers were distributed to all licensed 
companies with notice that a new agency 
division and a new brokerage division 
had been organized at the Harrisburg 
office of the Insurance Department and 
that these new divisions would directly 
accept and act upon all, license applica- 
tions. The new brokerage division in 
charge of W. H. H. Baker and the new 
agency division in charge of A. A. Post 
has been acting on all license applica- 
tions since September 7. At the same 
time a company division was organized 
in charge of William H. Johnson to 
check up on all néw companies seeking 
entrance and on all new policies submit- 
ted for approval. This policy problem, 
Mr. Barfod says, is almost as large as 
the agency and brokerage problem. The 
most undesirable insurance organizations 
offer the largest variety of policies which 
require careful study to determine their 
relative worth or worthlessness to the 
policyholders. The number of new policy 
forms submitted for approval to the de- 
partment averages about twenty a day. 


Policyholders’ Complaints and Their 
Investigation 


The commissioner says that hundreds 
of complaints from policyholders former- 
ly went to the chief investigator in 
Philadelphia with no return report ren- 
dered to the commissioner. He thinks 
the chief investigator’s office has degen- 
erated into a claim adjustment agency. 
Sometimes claimants, sometimes compa- 
nies were browbeaten into settlements 
which the investigating service deemed 
fit and proper to countenance. He criti- 
cized the “confidential reports” which 
had been made on companies and agents. 
Under date of August 25, 1926, notice 
was sent to all departments telling them 
they would be dismissed if they accepted 
and transmitted any more confidential 
reports reflecting on the morals of wom- 
en claimants. Since then not a single 
report of that nature has been received. 
The commissioner said in his report: 

“Companies were advised that any con- 
fidential reports reflecting on the repu- 
tation of women claimants would be fur- 
nished to the injured woman or her at- 
torney with notice that the department 
would assist her in any redrece she might 
seek from the offending claim agent or 
adjuster. The declaration of the Insur- 
ance Department that any woman may 
address it in absolute confidence and that 
by doing so she will not expose herself 
in an attack on her character and repu- 
tation has been fully vindicated.” 

New Chief Investigator 


Harry S. Ritten has been appointed 
chief investigator with the office of the 
chief investigator transferred from Phila- 
delphia to Harrisburg. Under the re- 
organization plans the investigation serv- 
ice of the department adjusts and set- 
tles no claims. It investigates all com- 
plaints without regard for adjustments 
or settlements and for the sole purpose 
of establishing a complete detailed and 
correct record for each company’s claim 
file in the department. Continuing he 
said: 

“The investigating service is responsi- 
ble for authentic records of the manner 
in which licensed companies meet claims 
as presented. The investigating service 
compiles these records, not for the pur- 
pose of bringing about settlements but 
as evidence bearing on the right of a 
company to maintain its license in Penn- 
sylvania. The investigating service also 
renders reports to the department on 
agency and brokerage houses against 
which complaints are filed as bearing on 


the right of the agency or brokerage 
houses to retain their licenses.” 
R dation About Agency 
Problems 


In discussing his views of revision of 
the Pennsylvania insurance laws the 
commissioner said: 

“No revision of the insurance laws of 
Pennsylvania would be complete, how- 
ever, or entirely salutory, unless it also 
dealt with the chaotic and perplexing 
agency problem. Pennsylvania has suf- 
fered much from agency control. A ma- 
jority of the companies doing business in 
Pennsylvania are domesticated in other 
states and are represented here merely 
by agents. Agency organizations, cou- 
pled with agents’ control of the state’s 
license system, made the agent the dom- 
inant factor in the insurance business in 
Pennsylvania. The dominant motive of 
this dominant factor was business-get- 
ting, and business-getting appears to be 
the principal concern of the Pennsylvania 
insurance laws of today which concern 
themselves more with petty jealousies 
between rival business getters than with 
insurance protection for the pblic. 

“In Pennsylvania insurance, the tail, 
for years, has wagged the dog. The 
normal, natural relations between mas- 
ter and man have been reversed. The 
agency man has dictated to the master 
company. Only recently, there has been 
a healthy movement on the part of the 
companies to assert themselves in their 
rightful and orderly place as masters. 

“This healthy movement might well be 
recognized and assisted by proper legis- 
lation for the benefit of the insurance 
business as much as for the benefit of 
the general public. 

“The entire present license system 
might well be abolished and supplanted 
by a license system recognizing the natu- 
ral and proper instead of artificial di- 
visions of the insurance business. The 
multitude of license requirements of to- 
day renders the license system absurd 
and ineffective. Under a simplified li- 
cense system I would suggest that the 
natural divisions of the business be rec- 
ognized as follows: 

“1. Company license issued annually 
to all domestic and foreign companies, 
associations or organizations of any 
character or description, issuing, selling, 
or offering for sale, any policy or cer- 
tificate of insurance. 

“2. Insurance dealers’ license, issued 
annually to all persons, firms, or cor- 
porations engaged in business for them- 
selves with established business ad- 
dresses to sell or offer for sale any policy 
or certificate of insurance issued by any 
company licensed to do business in this 
state. 

“3. Agents’ license issued annually to 
any person not engaged in business for 
himself but acting only as an agent in 
the employ of an insurance company or 
an insurance dealer, in the sale of any 
insurance policy or certificate offered by 
the company or the dealer for whom the 
agent is licensed.” 








PRAISE FOR PREDECESSOR 





Barfod Says Some Nice Things About 
Samuel McCulloch In His Report 
To Pinchot 


In his annual report to Governor Pin- 
chot Commissioner Barfod of Pennsyl- 
vania says about his predecessor, Samuel 
McCulloch: 

“In conclusion I beg to acknowledge 
the splendid co-operation I have had 
from all other state departments and 
from the entire staff of the Insurance 
Department as demonstrated by the fact 
that the complete re-organization has 
been effected with the dismissal of only 
one person from the service. The entire 
department staff, not merely submitted 
to reorganization, but entered into the 
work with zeal and enthusiasm which 
showed a genuine desire to render serv- 
ic 


e. 

“T should. be remiss without proper 
acknowledgment to my predecessor in 
office. In the finest possible spirit he 


To Observe Indiana 
Insurance Day Jan. 25 


LARGE ATTENDANCE EXPECTED 





Speechless Banquet a Feature; Several 
Company Meetings to Be Held Same 
Day in Indianapolis 





The executive committee in charge of 
the fourth annual Indiana Insurance 
Day; which will be held in Indianapolis 
January 25 at the Claypool Hotel, has 
definitely determined on a_ speechless 
banquet with‘a program of high class en- 
tertainment. The thought behind the 
program is to stage a novel presentment 
of such proportions that it will be a 
memorable event to the guests in attend- 
ance, 

The speechless banquet idea is a de- 
parture from ordinary banquet programs 
but the idea seems to be popular. The 
committee feels that it can center its 
efforts in presenting valuable, instruc- 
tive addresses during the morning and 
afternoon sessions of Insurance Day and 
dedicate the evening program to one of 
jollification and entertainment. 

The night-before party is held on Mon- 
day night, January 24, and is open to all 
insurance people and the attendance 
should reach over 2,000. The night-be- 
fore party is held in the Riley Room of 
the Claypool Hotel. The speakers on the 
day program of Indiana Insurance Day 
will be leading insurance men, nationally 
known, one representing life, one fire 
and one casualty, and perhaps one more 
speaker of national prominence. 

Company Meetings to Be Held 

Already numerous inquiries are being 
received at convention headquarters from 
all over the State of Indiana and from 
other states, and several large fire and 
casualty companies are making arrange- 
ments to have company meetings in In- 
dianapolis in connection with Insurance 
Day and are inviting their agents from 
Indiana to attend. One group of compa- 
nies alone anticipates the attendance of 
500 of its agents in Indianapolis for the 
convention. 

The various organizations affiliated 
with Indiana Insurance Day are arrang- 
ing for meetings of their membership or 
their executive committee. The Casualty 
Adjusters’ Association plan to have their 
usual dinner meeting on Monday eve- 
ning, January 24, and the Life Under- 
writers will probably meet sometime on 
Tuesday, January 25, which is Indiana 
Insurance Day. An executive committee 
meeting of the Indiana Association of 
Insurance Agents is in prospect around 
convention time as well as a meeting of 
some kind of the local Fire Board in In- 
dianapolis. 

The Rotary Club of Indianapolis will 
again stage an Insurance Day program 
at the regular weekly meeting on Insur- 
ance Day and several other luncheon 
clubs will have insurance programs dur- 
ing Insurance Day week. ~ 

Joseph W. Stickney is general chair- 
man of the program for Indiana Insur- 
ance Day. Others on the executive com- 
mittee include H. L. Barr, Dudley C. 
Griffith, W. L. Leonard, C. F. Merrell 
and R. E. Throckmorton. 





SUPT. HYDE’S FINE LIFTED 


The Missouri Supreme Court last week 
reversed a judgment of contempt of 
court issued on December 16, 1923, 
against Insurance Superintendent Ben C. 
Hyde. Supt. Hyde was fined $100 a day 
for each day after December 26, 1923, in 
which he failed to rescind a fire rate re- 
duction order of the previous November. 
— 


has not only put no stones in my way, 
but actually has left no stones unturned 
to facilitate my work of reorganization 
with his many years of technical know!- 
edge. The generous and helpful attitude 
of Samuel W. McCulloch has been well 
reflected in the loyalty of his old or- 
ganization to its new chief.” 
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Marine Underwriters 
Hopeful For 1927 


RATES HAVE REACHED BOTTOM 





A Few Rate Increases Reported; Dis- 
turbing Elements in Market Gone; 
More Co-operation Seen 





For the first time in nearly seven 
years marine underwriters in the New 
York market see a ray of hopeful light 
with the dawning of the new year. Not 
a brilliant light by any means, nor one 
to lead the most hopeful to exclaim with 
unqualified joy, but a dull, yet clearly 
perceptible glow. Since the world-wide 
business deflation that followed the end- 
ing of the World War the marine in- 
surance business has been probably the 
lease profitable of all the various 
branches of fire insurance, and this de- 
spite the fact that there is an enormous 
amount of business transacted, with pre- 
mium incomes running into scores of mil- 
lions of dollars in every important ma- 
rine market of the world. 

Year after year the depression which 
came so violently in 1920 and 1921 per- 
sisted. Company followed company into 
bankruptcy and liquidation. Most of 
these were companies which had grown 
up over night, as it were, during the 
war time boom, but even the old-time 
and stable companies have experienced 
the hardest sort of sledding. Competi- 
tion manifesting itself in a wide variety 
of new ways, continually faced every 
marine underwriter. Rates were cut time 
and again and when it seemed impos- 
sible to lower rates any further, policies 
were broadened and all sorts of conces- 
sions made to policyholders. Non-ma- 
tine perils were insured without adequate 
extra premium, and a multiitude of bar- 
gain counter methods were used to at- 
tract business. 

All these evils have been common 
knowledge for too long a time. Every 
review of the business at the end of any 
year has been largely a repetition of 
what was published twelve months be- 
fore. Stories that had anything sensa- 
tional at all about them usually centered 
about a rumor that some company was 
going to drop out of marine insurance. 
An optimistic prophecy was viewed as 
self-deception. 

Offices Conservatively Hopeful 


This week a reporter for The Eastern 
Underwriter visited several of the lead- 
ing marine underwriting offices in New 
York, including Appleton & Cox, Wm. 
H. McGee & Co., Chubb & Son, the Fire- 
man’s Fund, Marine Office of America 
and others, to learn the prevailing senti- 
ment. Every one of these offices were 
conservatively, most conservatively, op- 
timistic. The basis for their expressions 
of cheerfulness was the fact that marine 
fates had ceased to decline and in some 
directions showed a distinct tendency to 
stiffen. In other words, the corner of 
depression had been turned, and changes 
to come would likely be of a construc- 
tive nature, no matter how slight. 

everal months ago many underwrit- 
ers in London and other European ma- 
Tine markets came out with encouraging 
Statements, and this attitude is being 
slowly reflected here. The New York 
Marine market has undoubtedly been 
Purged of the disturbing elements, name- 
ly, those underwriters and companies 
Which were forced to cut rates in order 
to maintain a large volume of premium 
mcome. Where they led, others had to 
follow, and with their elimination, the 
Market can turn its attention to stabiliz- 
ing rates and conditions and getting the 
lusiness back on a sounder footing. 

During 1926 the premium volume was 

ge and losses were heavy, especially 


the major casualties, including general 
average claims. Particular average losses 
were not too heavy. Few ofhces will 
claim a clear cut underwriting profit for 
the last year, unless the element of luck 
was strongly in their favor. The last 
few months, with their loss reports, have 
eaten heavily into the premium income 
of the year and underwriting results for 
1926 will not be especially cheerful. 

Nineteen twenty-seven should be a 
good year in foreign trade. Great Brit- 
ain, France and Germany will be mak- 
ing every effort to increase their foreign 
commerce, and naturally the United 
States will continue to be a big importer 
and exporter. Cheap cotton should stim- 
ulate shipments of that staple product 
in the raw stage, and cotton manufac- 
tured goods will probably cross the seas 
in greater volume. So, likewise, with 
other goods. 

Marine underwriters report that with 
the volume of trade thus undiminished 
exporters are not so insistent upon bet- 
ter terms for their marine insurance poli- 
cies as they used to be when concessions 
were freely offered around the market. 
And where underwriters have tried, with 
some misgivings, to boost rates, these 
slight increases have held firmly. 

As marine insurance is something 
which is not a monopoly of the New 
York market shippers and importers can 
cover their needs elsewhere if rates here 
should become too high. But there is 
little danger of that. However, the rest 
of the marine insurance world, too, is 
steadying, and co-operating in some 
measure to bring about a sane reaction 
in the business. The upbuilding must 
necessarily be slow, for the facilities of 
the world’s markets are still immense. 
But with the fear of further recessions 
about gone, underwriters here feel justi- 
fied in saying publicly that they believe 
927 will bring better results than have 
been experienced for several years, bar- 
ring, of course, any unusually catas- 
trophes, which have a nasty habit of 
cropping up at just the most unwelcome 
time. 





HERBERT CLOUGH, INC. 

Herbert Clough, Inc., New York City, 
representing insurance companies, has 
been chartered at Albany with $250,000 
capital. Herbert R. Clough, 80 Maiden 
Lane; Sigmund Metz, 67 Wall Street, 
New York City, and William C. Vince, 
of Staten Island, are directors. 
Metz, 67 Wall Street, New York City, is 
attorney for corporation. 





CANADIAN HAIL MEETING 
The annual meeting of the Canadian 
Hail Underwriters’ Association will be 
held on Tuesday, January 25, in the 
rooms of the Canadian Fire Underwrit- 
ers’ Association in Montreal. 








Sigmund 


BRIEF SKETCH OF T. & M. 


Thames & Mersey Established in 1860 

During Period of Rapid Expansion 

in Marine Field 

T. H. Harper, underwriter of the 
Thames & Mersey, gave an address on 
“The Origin of the Thames & Mersey 
Marine Insurance Co., Ltd., at a meeting 
in Liverpool recently. 

Mr. Harper sketched the life of the 
founder of the T. & M., J. T. Danson, 
father’ of the late Sir Francis Danson, 
the well-known average adjuster. In 
1860, Mr. Harper stated fully 50% in 
value of all British produce exports from 
the United Kingdom was shipped in Liv- 
erpool, then the first port in the world. 
The new Liverpool private underwritifig 
syndicates were quite unequal to deal lo- 
cally with the great volume of marine 
insurance business and therefore the 
great bulk was placed elsewhere. 

Mr. Danson sought to create a_first- 
class marine insurance company, with an 
influential directorate, intending to call 
it The Mersey Company. Curiously 
enough, about the same time an attempt 
was being made in London to establish 
a company under the title of The 
Thames Company. Mr. Danson was suc- 
cessful in combining the two interests 
and The Thames & Mersey came into 
being in 1860, with Mr. Danson as its 
first secretary, and Jacob Reynolds as 
underwriter. The company started in 
1860 with a paid-up capital of £200,000, 
and from the beginning, an annual divi- 
dend has been paid. The shares were 
taken over in 1911 by the Liverpool & 
London & Globe. 

In the course of his researches as to 
events of seventy years ago, Mr. Harper 
found that from 1859 to 1864 no less than 
seventeen marine insurance companies, 
including the Thames & Mersey, were 
started in England. In 1867, that is to 
say, three years from the date of flota- 
tion of the latest of these companies, 
eight of the seventeen had gone into 
liquidation! From 1865 to 1869 seven 
more marine companies appeared but by 
1872 these had followed the lead of the 
eight previously mentioned. 








FIFTIETH ANNIVERSARY 


F. E. Martin Co., insurance brokers of 
New York, is celebrating its fiftieth an- 
niversary this week. The original firm 
of Grundy, Hollins & Martin started in 
1877 as agents of the Liverpool & Lon- 
don & Globe. The firm was reorganized 
in 1888 as F. E. Martin & Co. When 
Martin died in 1905 he left his business 
to R. H. Fischer who organized the bus- 
iness under its present name. 





C. T. BEACH WITH NEWARK FIRE 


Charles T. Beach, of Catskill, N. Y., 
has been appointed special agent of the 
Newark Fire for eastern New York, suc- 
ceeding Morton L. Hughes, who has re- 
signed. Mr. Beach has conducted a suc- 
cessful local agency in Catskill and is 
well qualified to handle the responsibili- 
ties of his new position. 











APPLETON & COX, Inc. 


1 South William Street, New York 





AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,976,780.91 
Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $7,400,761.92 
Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,285,952.89 





WRITE FOR OUR AGENCY PROPOSITION 





DUTCH HULL AMENDMENTS 





Additional Liability Assumed by Under- 
writers For Payment of an 
Extra Premium 

According to the marine insurance cor- 

respondent of the Daily Telegraph of 
London, the Institute of London Under- 
writers announces certain changes in the 
Dutch hull form of clauses which are 
in general use by agreement with Dutch 
underwriters, for the insurance of ves- 
sels under the Dutch flag. The chief al- 
teration is to delete a clause under 
which liability was disclaimed by the un- 
derwriters for “any sum which the as- 
sured may become liable to pay, or shall 
pay, for the removal of obstructions un- 
der statutory powers, for injury to har- 
bors, wharves, piers, stages and similar 
structures, consequent on collision, or in 
respect of the cargo of engagements of 
the insured vessel, or for loss of life or 
personal injury.” In place of this an ad- 
dition is made to Clause 1 of the stand- 
ard clauses, under which liability is ad- 
mitted for the sums hitherto excluded. 
_ This amendment, while foreign to Brit- 
ish practice, is in accordance with Dutch 
practice, and the additional liability is 
allowed for in fixing premums. Another 
amendment is the addition of a clause 
reading: “If, in the event of a total 
loss, no reports as to the actual time of 
such loss can be obtained, it is agreed 
to assume that the loss occurred twenty- 
four hours after the time at which the 
vessel was last reported safe.” 

The meaning of this clause is obvious. 
It is one that is in fairly common use 
in Continental markets, but is not used 
to any extent in London practice, since 
the usual way of settling losses on “miss- 
ing” vessels is to await the “posting” of 
such vessel by the committee of Lloyd’s, 
and then to pay the loss. These amend- 
ments have been agreed to by Lloyd’s 
Underwriters’ Association and the Liver- 
pool Underwriters’ Association, as well 
as by the principal Dutch underwriting 
associations, and they come into use 
forthwith. 





BATTLESHIP GOEBEN DAMAGED 





Former German Raider, Now Turkish 
Ship, Hits British Again, Now 
Through Insurance 

A cable from the London Times corre- 
spondent at Constantinople to London 
says: 

“The accident to the Yawuz (late 
Goeben) and the floating dock at Ismid 
remains shrouded in mystery and no re- 
ports whatever appear in the local press. 
Doubtless this is due to the fact that 
Ismid is in the military zone. 

“From a trustworthy source I learn 
that some of the pontoons of the dock 
would appear to have collapsed and that 
a good deal of damage has been done. 
The dock was built at Ismid by a Ger- 
man firm with German material, but 
largely with local labor. From the same 
dock were both heavily insured in the 
source I learn that the Yawuz and the 
London market—it is said through Ber- 
lin—to cover the risk of accident attend- 
ant on the delicate operation of putting 
the Yawuz into the dock. The figures 
of the total amount of the insurance dif- 
fer, but it is believed that this amounts 
to about £1,250,000, the premium on 
which was about 10%. Lloyd’s insurance 
representatives here have not yet pro- 
ceeded to Ismid, as in the present posi- 
tion of the dock it is impossible to esti- 
mate the actual damage. A witness re- 
ports that the Yawuz herself is moosed 
off Ismid, apparently undamaged.” 





SEIZES SERVICE CO. ASSETS 


Insurance Commissioner Einar Barfod 
of Pennsylvania last week seized the 
property of the National Automobile 
Service 


junctions restraining the commissioner 
from taking such a move. The company 
sold alleged automobile service policies 
of reported dubious value, 


. 


Corporation of Pennsylvania >>, 
after the courts had declined to issue in>,* :’ 
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Repartee At 165 Broadway 

There is always something amusing at 
those hearings over which Superintend- 
ent James A. Beha presides at the New 
York Insurance Department. The super- 
intendent takes many a shot, but always 
with a smile on his face. 

At the recent hearing of the brokers 
on the free insurance evil, when the 
brokers sizzled with indignation over the 
proposition of the casualty bureau to 
make them responsible for uncollected 
earned. premiums, a fiery young broker 
with Jim Corbett pompadour hair and a 
bristly manner, arose and said: : 

“Mr. Superintendent, I am a plain, 
blunt man who says what he has to say 
without equivocation. I am a man who 
when he sees a nail hits it on the head.” 

At this point Mr. Beha interrupted 
with this comment: 

“Don’t you think the other fellow 
should tell whether you hit it on the 
head or not?” ; 

Tom McCarthy, formerly United 
States marshal in this district, a_ big, 
broad-shouldered man now associated 
with the office of John A. Eckert, John 
Street, arose and said: | 

“I speak, Mr. Superintendent, as a 
representative of struggling, hard work- 
ing brokers, trying their best to make a 
living. I am a poor man.” 

“Tom, I wouldn’t call a man of your 
talents and abilities a poor man,’ com- 
mented the superintendent. 

“I am rich in everything but money,” 
Said McCarthy. 

John J. Curtin, counsel for the older 
brokers’ association, pleaded with the su- 
perintendent for ten days in which to file 
a memorandum, but the superintendent 
wanted it sent in before that length of 
time. : 

“The holidays are coming on,” said 
Curtin. “There is much which is occu- 
pying my time. This is a very important 
matter to the brokers and I do not think 
it should be rushed.” 

“You are a bachelor, John; and have 
plenty of time,” said the superintendent. 

“Even bachelors are not at a loss for 
engagements outside of their business 
routine,” said Curtin. 

“Well, John, stay home from the Cres- 
cent Club of Brooklyn some night and 
you can write this memorandum in quick 
time,” was Mr. Beha’s suggestion. 


* * * 


Judge Conn and Counsel Younger of 
Ohio Visit New York 

Harry L. Conn, insurance superintend- 
ent of: Ohio, and C. H. Younger, counsel 
of the Ohio Department, were: in New 
York last week, taking depositions in the 
offices of Arthur L. J. Smith of “The 
Spectator”, and Alfred M. Best of 
“Best’s Insurance News,” with reference 
to what constitutes the item of manage- 

, Tial expense. 

Among the mutual companies which 
Judge Conn wanted retired from the 
State of Ohio are the Central Health of 
Lincoln, the Woodmen Accident of Lin- 
coln, Mutual Benefit Life & Accident of 
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Omaha, and Interstate Business Men’s of 
Des Moines. 


The department claimed that the man-' 


agement expenses of those companies 
were in excess of 30%, which is the per- 
centage permitted by the law. They pro- 
tested the commissioner’s action and the 
cases have reached the courts. 

The four companies took the position 
through their attorneys, one of whom is 
Judge Close, partner of Former Senator 
Pomerene, that the item of management 
expenses does not include acquisition cost 
and adjustment expenses. 

In other words, that the adjustment 
expenses and the agency commission al- 
lowances do not figure in the 30%. Mr. 
Smith agreed with them, basing the opin- 
ion upon the New York State casualty 
experience exhibit, which separates ad- 
ministration expense from acquisition 
and field supervision costs, taxes and ad- 
justment expenses. In the opinion of 
Mr. Smith the items of disbursements of 
an insurance company are losses, under- 
writing expenses, investment expenses 
and dividends. The classifications under 
underwriting expenses are as follows: 
adjustment expenses; acquisition costs 
and field supervision; management ex- 
penses or general administration ex- 
penses; bureau fees and_ inspection; 
taxes, licenses and fees. 

Mr. Best testified that the expenses 
of insurance companies fall into four 
classifications, viz.: acquisition, manage- 
ment, adjustment and investment ex- 
penses; that the term “management ex- 
pense” has a well defined meaning in the 
insurance business, and that such ex- 
pense does not properly include acquisi- 
tion, claim adjustment or investment ex- 
penses. 

eee 
Welcome Day In Fire 

Insurance 

The day in fire insurance underwrit- 
ing circles most welcomed is December 
31. Executives are glad to see that day 
coming if the company has had a suc- 
cessful year because they know that 
nothing can happen to mar the record. 
If the company has had an unfortunate 
experience for twelve months the last 
day of the year is welcomed just as a 
man is glad to know that his troubles 
are finally over. Always there is the 
thought that the following day means 
the embarkation upon a new year, and 
as hope springs eternal in the human 
breast the outlook is customarily tinged 
with cheer and optimism. 

ee 
C. W. Barron Back From Europe 

I know of no more entertaining and 
authoritative writer on financial and big 
business topics than C. W. Barron, presi- 
dent of Dow, Jones & Co., who get out 
the “Wall Street Journal” among other 
activities. When some situation inter- 
esting financiers arises in Peru or Mex- 
ico or Poland or Chile he takes the next 
boat for the scene and as soon as possi- 
ble thereafter his views of the situation 
appear in the “Wall Street Journal.” 

Barron sees everybody involved and 


The Most 


his writings are to the point, with plenty 
of personality and no attempt at literary 
style. Wall Street wants the facts; so 
he dishes them up. 

Recently, Mr. Barron returned on the 
“Paris” from Europe, where he found 
that Germany, from a military stand- 
point, is indifferent to France and France 
is not seeking any quarrels with Ger- 
many. He said furthermore that Mus- 
solini’s assaults upon democracy are 
overlooked by European statesmen 
when they consider the advance in Italy 
under his dictatorship. 

“The Italian people can scarcely be- 
lieve their eyes when they see a balanced 
budget, everybody paying his railroad 
fare and every fare turned in,” says Bar- 
ron. 

* * * ; 


Bolshevik Propaganda Belittled 

Here’s what Mr. Barron has to say of 
Bolshevik propaganda after he had talked 
with British public men: 

“The English do not like it that the 
Soviets continue to meddle in and dis- 
turb English affairs around the world— 
notably in China and the English coal 
strike; but they realize that the Russians 
are simply wasting their money and that 
here, as elsewhere, they will wear them- 
selves out. 

“They smile to see A. J. Cook, the for- 
mer leader of the English coal miners in 
their strike, now in Moscow, and are 
wondering whether he is there to encour- 
age Sovietism or to explain the poor re- 
sult from the $6,500,000 the Russians gave 
him to sustain the English strike. 

“The English think the joke in now on 
both Cook and the Soviets.” 

“« & & 


Some Facts About Department Store 
Earnings 

While in London Mr. Barron called 
upon Harry Selfridge, the American 
merchant (formerly with Marshall Field 
of Chicago) who has big stores in Eng- 
land. Among other things he said about 
Selfridge and Marshall Field & Co.: 

“Selfridge continues expansion within 
and without London. I hear him spoken 
of as the man with 18 stores, and of 25 
stores. As a matter of fact, he has about 
20 and will soon have several more, +s 
well as connection with 20 4:-+-ibutors of 
food and groceries. I asked him how 
his business compared with his old firm 
of Marshall Field & Co. He replied: 

“There are probably today about 200,- 
000 people in my stores, which represent 
a retail business of $50,000,000 per an- 
num. They bring in shillings. If they 
brought in dollars I would outrank the 
world in department store sales. 

“Forty years ago, or in 1885, Marshall 
Field & Co. had a business of $3,000,000 
per annum. In 23 years it was built up 
to $25,000,000 per annum, and is now 
$90,000,000 per annum in retail alone. Re- 
tailing pays much better than wholesale 
business, which is pretty well cut to 
pieces over the world. 

“Marshall Field & Co. still hold lead- 
ership in many respects, and the part- 
ners are deserving of all the money they 
have made. Its recent head, the late 
John G. Shedd, made a fortune of be- 
tween $30,000,000 and $40,000,000; but 
several years ago he divided more than 
$10,000,000 in his family, and recently he 
gave $3,000,000 to establish the John G. 
Shedd Aquarium in Chicago. American 
merchants are enterprising, give the best 
in business and service, and aim to serve 
their fellow-man truly, before and after 
they have gone. They recognize the 
trusteeship of wealth. 

“Selfridee himself has recently taken 
the public into partnership to solidify his 
position and expand his service. In put- 
ting his equity in his great stores in Ox- 
ford Street in shape for public subscrip- 
tion, he frankly declares in the financial 
prospectus that when in 1904 he left the 
greatest store in the world, Marshall 
Field & Co., of Chicago, it was with the 
intention to found a house under his own 
name that would take its place among 
the greatest of similar organizations. 
Selfridge & Co. of London was therefore 
opened in 1909 with 260,000 square feet 
of floor space and 1,300 employes. Now 


it has 750,000 square feet and 4,300 em- 
ployes, and it is to be still further ex- 
panded on Oxford Street and throughout 
England. It has purchased branches in 
12 different centers and will soon have 
40 stores, of which one-half will be chain 
grocery and food stores.” 
ee ON 
Stewart Anderson’s Latest Book of 
Laughs sila 

Every year Stewart Anderson, man- 
ager of the Bureau of Field Service, 
Penn Mutual Life, Philadelphia, a fine 
oraior and a capable and versatile writer, 
issues a book bearing the title, “Sparks 
of Laughter,” the reading of which has 
put many an insurance man in good hu- 
mor. The latest publication is the sev- 
enth. These volumes have proved an in- 
spiration to toastmasters at dinners; in 
fact, they have borrowed liberally from 
its contents. Here are a few quotations 
from the book: 

“Mamma, why has papa so little hair :” 

“Because he does so much thinking.” 

“But why have you so much?” 

“Now, my dear—it is time for you to 
go to bed.” 





Daughter—The preacher just ’phoned 
and said he was coming to call this af- 
ternoon. 

Mother—Good gracious, we must make 
a good impression; give baby the hymn 
book to play with. 





Some men would rather face anything 
than an angry wife. 

A man returned home early in the 
morning and heard the ominous voice of 
his wife asking, “Is that you, John?” 

“No, dear,” he replied. “I’m a burglar. 
Call the police.” 





Police Sergeant—I think we’ve found 
your missing wife. 

Henry Peck—So? 
say? 

Sergeant—Nothing. 

Peck—Says nothing? 
my wife. 


What does she 


Well, that’s not 





“I certainly got a bargain when I 
bought my wireless set,” said Smith. 

“Are you quite sure of that?” asked 
Jones. 

“There’s no doubt about it. After I 
had assembled the set I had 67 parts 
left over.” 





Neutradyne—Paul Revere was the first 
man to invent radios. 

Reflex—How come? 

Neutradyne—He broadcasted with one 
plug. 





_ The publisher of Mr, Anderson’s book 
is the Intelligencer Printing Co., Lan- 
caster, Pa. . 

* x 


How to Write Well 


Here is what a veteran journalist has 
to say to those who would learn to write 
well: : 

“Read the Bible until you have a glim- 
mering of how its writers condensed. 
Paul’s address on Mars Hill takes up 
little more than a ‘stick’ of newspaperf 
type. Besides, no book in the world 
contains such powerful, dramatic Eng- 
lish. There is no need of trying to copy 
the style of these writers whose works 
you read. Just absorb them and after a 
while a style of your own will come 
along.” 





Joseph Green, who is with the Mutual 
Life and Citizens Assurance Co., Ltd, 
for Ontario, in the ordinary branch m 
Montreal is now focated in Toronto, 
where he. started to write insurance 
for his present companies on Octobet 
12, 1925. During his first year in the 
business, Mr. Green wrote $640,000 of 
ordinary life and over $1,350,000 of acct 
dent. He attributes his success to the 
fact that he speaks fourteen different 
languages. A remarkable factor in Mr. 
Green’s selling is his ability in obtaining 
the first year’s premium with each appli 
cation. 
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| CASUALTY AND SURETY NEWS | 








Pertinent Queries Answered 
By Casualty Executives 





Volume and Profit Prospects for 1927; Compulsory 
Car Insurance Trend; Acquisition Cost; Advent 
of New Companies and Their Effect On 
Production; Status of Reciprocal and 
Non-Agency Mutual Competition 


Now that 1926 has passed into history 
and the happenings of the year will soon 
be absorbed by events to come in the 
New Year, casualty leaders are pausing 
for a moment to take stock and see just 
what is in store for them. The prevail- 
ing opinion seems to be that there will 
be a substantial increase in volume but 
itis felt by some that the companies will 
be lucky “if they break even on under- 
writing this year. 

The outlook for 1927 is ent indicated 
by the answers to a number of ques- 
tions uppermost in the minds of casualty 
executives which have been received by 
The Eastern Underwriter this week. It 
is indicated that compulsory automobile 
insurance will be watched with interest, 
especially as to its operation in Massa- 
chusetts. The new Association of 
Casualty & Surety Executives also looms 
up as the fulfillment of a long felt want 
in the business. 

The opinion is expressed by one execu- 
tive that the companies are honestly 
striving to co-operate with insurance de- 
partments in bringing about a correct so- 
lution of the acquisition cost problem. 

Eight Questions Asked 

1.. What are the prospects for 1927, 
both as to increase in volume and possi- 
bility of underwriting profit? 

2. Is it likely that the aggregate figures 
of casualty and surety carriers, represent- 
ing the business for 1926, will show a net 
underwriting profit? If so, is the result 
due io a general improvement in under- 
writing conditions affecting all lines or 
may it be attributed to substantial under- 
writing profit in certain lines? 

3. Do you think that the legislative 
trend in the direction of compulsory auto- 
A mobile insurance in 1927 will have some 
affect on the business of privately man- 
aged insurance carriers? 

4. How will the advent of new cas- 
ualty companies affect the premium vol- 
ume of older companies? 

5. For what reasons are you in favor 
of the new Association of Casualty & 
Sureiy Executives? 

6. How is the regulation of the acqui- 
sition cost situation working out in mis- 
cellaneous casualty lines? 

7. What is the chance of adequate reg- 
ulation of this situation in 

(a) Fidelity and surety 
(b) Accident and health 


8. Are the stock companies holding 
their own in competition against recipro- 
cals and mutuals? 

Worried Over Compensation Loss 

J. M. Haines, assistant U. S. Manager, 
London Guarantee & Accident, believes 
that there will be a considerable i increase 
in volume of ‘business in casualty lines 
for 1927. He says: “The momentum of 
the last two years should carry well into 
1927 even if a slack should occur during 
the year. I am not so optimistic about 
the ‘possibility of underwriting profits 

and do not anticipate any better results 
than for 1926. 

“2. It is not likely, in my opinion, that 
the aggregate figures of casualty carriers 
€xclusive of surety which I do not know 


anything about) will show a net under- 
writing profit for the year 1926. The 
principal reason for this is that I am 
afraid the compensation business will 
show very little, if any, improvement 
Over previous years. On top of this, 
there is the general feeling that the au- 
tomobile liability business has been get- 
ting worse. The whole trouble is that 
the loss in the compensation business is 
too great to be borne by any reasonable 
profits that may be earned on the other 
lines. 

“3. The legislative trend in the-direc- 
tion of compulsory automobile insurance 
if continued in 1927 will, undoubtedly, 
have a material effect on the business 
of privately managed insurance carriers. 
The Massachusetts law has presented 
countless problems which have not yet 
been disposed of and more laws of a 
similar nature will mean more problems. 
It is hardly within the power of any- 
one to foresee the end. 

“4. The advent of new casualty com- 
panies will hardly affect the premium 
volume of the older companies materially 
for the reason that the new companies 
will, doubtless, exercise the good judg- 
ment to restrict their writings to reason- 
able proportions while they are getting 
underway and there is enough normal in- 
crease in the business to take care of 
their requirements. 


Praises Casualty Acquisition Rules 

“5. We believe that the new Associa- 
tion of Casualty & Surety Executives 
will fill quite a long felt want in the 
casualty business. Casualty insurance has 
grown to such an extent that the com- 
panies have become highly department- 
alized and the same is true of our rating 
bureaus. It 
should be some organization that can 
deal with matters that are vital to our 
business by executives who are con- 
cerned with the results on the business 
of their companies as a whole. 

“6. The acquisition cost rules in con- 
nection with the casualty lines have ex- 
ercised and are continuing to exercise a 
tremendous stabilizing influence. With- 
out them we would have had chaos and 
even though they have not worked per- 
fectly, it is an obvious fact that acquisi- 
tion cost in connection with casualty 
lines has not been one of our serious 
difficulties since the rules were adopted. 


“7. Since this company does not write 
direct fidelity and surety business, | am 
not fully informed on the prospects of 
the adoption of acquisition cost rules in 
connection with these classes. As re- 
spects accident and health, however, I 
can say that I do not see any prospect 
for adequate regulation of acquisition 
cost although it is badly needed. 

“8. The stock companies are more 
than holding their own in competition 
with reciprocals and mutuals. As far as 
my observation goes, the only problem 
that the stock companies have at the 
present time as respects mutual and re- 
ciprocal competition is in the automobile 
field where the reciprocals have made 
and are continuing to make considerable 
advance through the automobile clubs. 
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There is also some evidence that par- 
ticipating carriers are changing their tac- 
tics and* are endeavoring to steal the 
agency organizations of the stock com- 
panies. This, however, will not in my 
opinion get very far if the agents stand 
by the principles of stock insurance.” 


E. C. Stone Optimistic Over 1927 


Among other things, E. C. Stone, U. 
S. manager, Employers’ Liability, is de- 
cidedly in favor of the new Association 
of Casualty & Surety Executives if it 
will accomplish one thing: the doing 
away of the many bureaus to none of 
which do all the various companies be- 
long. His answers follow: 


“1. As respects the two casualty com- 
panies in which I am particularly inter- 
ested—The Employers’ Liability Assur- 
ance Corporation, Limited, and the Am- 
erican Employers’ Insurance Company— 
I look forward to 1927 to secure an in- 
crease in volume and we certainly shall 
strive here for. an underwriting profit 
and hope to secure it. 


“2. I am not a prophet nor the son 
of a prophet; therefore, do not feel that 
I could give you any definite answer as 
respects all the casualty and surety car- 
riers. 


“3. I hope that, in view of the legisla- 
tive trend in the direction of compulsory 
automobile liability insurance in 1927, the 
various agents, brokers, and other pro- 
ducers of the companies will bestir them- 
selves still more to sell the insurance. 
If the insurance were more widely sold, 
there would be, obviously, less demand 
for compulsory automobile insurance. 


“4. As respects the advent of new 


- casualty cOmpanies we are perhaps in a 


rather curious position having one new 
company ourselves, and I might say that 
we expect to increase the volume of and 
hope to secure an underwriting profit for 
both companies. 

“5. I am in favor of the new Associa- 
tion of Casualty & Surety Executives if 
it will accomplish one thing: the doing 
away of the many bureaus to none of 
which do all the various companies be- 
long. I favor it, also, because there 
should be some common clearing house 
for the many matters which are common 
to, all companies. 

“In view of the rather anomalous po- 
sition of this corporation and its subsid- 
iary, I would rather not be quoted upon 
the propositions outlined in your sixth 
and seventh questions. 

‘8. I believe the stock companies are 
holding their own in competition against 
reciprocals and mutuals. As I look at it, 
I believe we can give better service than 
those two kinds of institutions and, if 
we do, we are entitled to a better price 
for it. If, as and when we give the bet- 
ter service, we will get the better prices. 


Believes Compulsory Insurance Will 
Mean Underwriting Loss 

M. P. Cornelius, vice-president, Con- 

tinental Casualty, scores compulsory au- 

tomobile insurance as a bad thing for 

the public and insurance carriers. He 

feels that its effect will be to increase 


claim costs and consequently to ultimate- 
ly increase rates. 

Continuing he says: “At the outset, 
however, by reason of political pressure, 
etc., the rates promulgated by public au- 
thorities will be inadequate. The initial 
effect of compulsory insurance will there- 
fore be to bring about an underwriting 
loss to the carriers. We hope and be- 
lieve that few, if any, additional states 
will adopt this socialistic and confisca- 
tory legislation during the year 1927, but 
wherever that legislation becomes effec- 
tive the companies are bound to suffer.” 
ie’ comment on the other subjects fol- 
ow: 


1. We believe that all underlying busi- 
ness conditions are good and are look- 
ing forward to a continuation of the 
present general prosperity. We there- 
fore anticipate a reasonable increase in 
volume during the year 1927. As to the 
underwriting profit, the answers to your 
subsequent questions will indicate that 
the companies suffered a substantial un- 
derwriting loss in 1925 and will probably 
suffer an underwriting loss in 1926. 
There is some improvement in conditions 
but we believe that the companies will 
be very fortunate if they break even on 
underwriting in the year 1927. 


How Various Lines Shape Up 


2. We do not believe that the aggre- 
gate figures of casualty and surety car- 
riers will show an underwriting profit 
for the year 1926. The New York casual- 
ty exhibit for the year 1925 indicates that 
the companies suffered during that year 
an underwriting loss of two and three- 
quarter millions, notwithstanding a sub- 
stantial underwriting profit on automo- 
bile public, fidelity, surety, plate glass, 
burglary, steamboiler and credit. 

he main reason for the net loss was 
the terrific underwriting loss of eleven 
and a quarter million on workmen’s com- 
pensation, although substantial losses 
were also suffered on health, miscellane- 
ous public, automobile property damage 
and collision. We believe there has been 
a slight improvement in the year 1926 on 
compensation and on automobile prop- 
erty damage. On the other hand, the 
automobile public has not been so favor- 
able and the Florida tornado will eat 
into the plate glass profits. Our guess 
is that the net results for the year 1926 
will be very little, if any, better than 
they were for the year 1925. 

4. We do not believe that the advent 
of new casualty companies will substan- 
tially affect the premium volume of the 
older companies. It will of course have 
some effect but as a whole the public is 
grossly under-insured and this fact, 
taken in conjunction with the normal 
growth of the country, means that there 
is still plenty of room for everybody. 


5. We are in favor of the new Asso- 
ciation of Casualty & Surety Executives 
because it will result in focussing the at- 
tention of chief executives on some of ° 
the rate-making problems, etc., which 
have heretofore been left to subordinates 
and will undoubtedly have a general 


(Continued on page 35) 
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Edgar and Mooney On 
Michelbacher’s Article 


PRODUCTION COSTS IS SUBJECT 





Aetna Life Vice-President Praises It; 
U. S. F. & G. Executive Says It 


Draws Unwarranted Conclusions 





Reactions to the recent article by G. 
F. Michelbacher, vice-president, Great 
American Indemnity, on “The A B C of 
Production Cost Regulation,” were re- 
ceived this week from two sources by 
The Eastern Underwriter. One from W. 
A. Edgar, vice-president, United States 
F. & G., says that its author makes the 
best of a bad case but adds that Mr. 
Michelbacher has unwarranted 
conclusions from some of the statements 
he set forth, W. L. Mooney, vice-presi- 
dent, Aetna Life & Affiliated Companies, 
on the other hand, praises it as the very 
best presentation of the subject that he 
had ever seen. 
Mr. Mooney says further: “Mr. Mi- 
chelbacher covers the problem logically 
and fully and, to my mind, shows con- 
clusively that, in the absence of an agree- 
ment as to just what constitutes a gen- 
eral agent, the present plan or a plan 
very similar to the present one is neces- 
sary in order to limit acquisition cost to 
>the companies and in order to place all 
producing agents on the same basis, and 
to provide a fixed and uniform rate for 
field supervision. 
Logical to Standardize Commissions 
“It is, I believe, quite as logical for 
the companies to standardize commis- 
sions as it is to standardize rates; in fact, 
I doubt whether standardization can be 
had in the one case unless it is secured 
in the other. 
“The regulation that has already taken 
place in the casualty business has been 
helpful to the business as a whole and. 
has generally worked out excellently, and 
even though there are a limited number 
of violations and certain sore spots, the 
business has been stabilized and bettered 
as the result of the enactment of the 
rules. 
“The charge has been frequently made 
that the casualty acquisition cost rules 
were rules of the New York Insurance 
Department and not rules made by the 
companies. But the facts in the case are 
that the rules were made by the compa- 
nies and the companies alone and the 
New York department has rendered very 
valuable aid in approving and supporting 
those rules.” 
Those Who Believe Rules Impossible 
Mr. Edgar’s thought on this subject 
was that among the companies engaged 
in writing fidelity and surety business 
there existed but little harmony with 
respect to the question involved. He said 
that it was easy to discern a tendency 
among many to accept such parts of the 
rules as may benefit their organization 
and to discard the remainder. 
He continued by saying: “There is also 
an increasing number of companies who 
believe the rules are unnecessary, unwise, 
impracticable and incapable of enforce- 
ment either through co-operative en- 
deavor, or by state insurance depart- 
ments lacking, as they do, the effect of 
law. This latter group is pointed out as 
those who selfishly demand an advan- 
tage in the competitive field. It is diffi- 
cult to understand, in the position which 
they occupy of defending themselves 
against confiscatory rules fostered by 
their competitors, that they should be re- 
garded as selfish. It is such distortions 
of fact that have preserved the matter 
as a controversial issue. 
, . “It is admitted in Mr. Michelbacher’s 

article that the rules are designed to 
eliminate competition for agents, and 
hence to establish a closed shop. But 


drawn 


beyond this, there is ample reason to fear 
that the plan constitutes an attempt to 





embarrass companies possessing a high 
sense of sincerity and can be used to the 
advantage of those less sincerely dis- 
posed. 

How Will Local Agent Benefit? 


“Perhaps it is natural that some com- 
panies should favor minimizing the com- 
missions paid local agents, and build 
their organizations accordingly, and 
others, recognizing in local agents the 
primary source of production, should fa- 
vor their remuneration upon the most 
liberal basis consistent with safety and 
good management. Much is claimed by 
the advocates of the rules as to benefits 
which will accrue to policyholders and 
the companies. 

“It is also claimed that general agents 
will find advantage in them, and their 
open advocacy of all plans which estab- 
lish a broad marginal profit in their fa- 
vor would seem to bear out that claim. 
But one looks in vain for the slightest 
degree of benefit to the local agent. In- 
deed it is evident that whatever gain 
may be realized and to whomever it may 
accrue it will be taken from local agents 
out of their present remuneration. 

Calls “Top Cost” Simple and Fair 

“Aside from the question whether 
there exists any grave problem ina crying 
need of a solution, it has become clear 


that the purpose to regulate business get- 
ting costs can be accomplished by the 
simple and fair limitation of a “top cost.” 
Rather than submit to arbitrary rules as 
to the number, class and character of 
agents that may be employed and to 
have such rules administered by a se- 
lected group of competitors, companies 
may be found who would favor legisla- 
tive enactment on the subject, possess- 
ing at least the virtue of equitable en- 
forcibility. 

“The differences between companies as 
to size, age, character of organization, 
and disposition toward local agents, ren- 
der impossible the establishment of any 
permanent plan which involves that 
dread element of standardization with- 
out which all socialistic activities would 
want for a theme upon which to build. 


Quotes Maryland Superintendent on 
Subject 


“At the risk of employing greater co- 
gency than is required to expose the 
subject in its true form, in the following 
statement of the Hon. Carville D. Ben- 
son, Insurance Superintendent of the 
State of, Maryland will be found the sum- 
mation of all that an unprejudiced mind 
can require to see the light. 

_ “‘It is very doubtful whether the fidel- 
ity and surety acquisition cost rules, 


which recently received the support of 
the Insurance Commissioners’ Conven- 
tion, will actually accomplish their main 
purpose of reducing acquisition costs, 
‘These rules, in my judgment, will tend 
to increase the marginal profit for large 
general agencies handling the business 
of local producers without benefiting the 
companies or the insuring public. In- 
deed, in many cases, the application of 
the rules will tend to increase commis- 
sion costs. The probable result will be 
that should one cf the larger companies 
reduce a 25% agency to a 20% basis, one 
of the smaller companies will take the 
opportunity to offer him a 30% contract. 

“In my opinion, insurance commis- 
sioners have not the power to engage in 
the management of the business to the 
extent to which they are required to do 
so by ‘the rules in question. It seems 
to me that the convention, or at least 
those who voted for the rules, overlooked 
the purposes for which the commission- 
ers’ convention is organized. We are not 
a legislative body and we hold office 
merely to enforce the laws of our par- 
ticular states and to supervise the opera- 
tion of the companies with respect to 
their solvency, etc. Jt is also within 
the scope of our authority and duties to 
see that no injustice is done to the pub- 


(Continued on Page 33) 








you want here. 


which are: 








You know that promise, our officers, 
department heads and employes know 
it. You know that the management's 
intentions are of the best—but all the 
same there may come a time when you 
aren't getting just what 


Tl tell you what to do in 
such a case; just gently 
remind that officer, depart- 
ment head or employe of his 
permanent instructions — 


“Always fully satisfy 
the agent, broker and pat- 
ron you are serving — or, if you can’t 
satisfy him, get your superior officer to 
complete the transaction if he can.” 


In other words, remember that those 
in authority will see that you're satis- 
fied, and your just complaint will 


Mr. Statler Teaches 
Us How To Tell You The 
Way To The Best We Have 


OU are promised in our companies 
complete satisfaction. 


Other words than these could no 
more adequately express our rela- 
tions with agents, brokers and the 
insurance-buying public. 

These are not our words. They be- 
long to Mr. E. M. Statler, the famous 
hotel man. We have changed them 
slightly, though, speaking of surety- 
ship where Mr. Statler spoke of hotel 
policies. This, of course, with full 
permission of Mr. Statler, whom 
we publicly thank. 

Wm. B. Joyce. 


always be adjusted, if it goes high en- 
ough—so be sure that it does. 


There never was a surety company 
—-nor an insurance company, probably 
—whose policy gave full satisfaction in 
every case with agents or brokers, or 
patrons; nora merchant whose employes 
pleased every customer; nor 
a hotel man who felt that 
every departing guest left 
with good will for the 
house. ‘This simple rule of 
conduct, by which all our 
associates are requested to 
be governed, comes as 
nearly as anything we have 
been able to devise to make 
satisfaction automatic 
when agent, broker or customer and 
the company employe are at varience 
on a question of service. 


Remember it, wherever you are. 
It will help you to help us to give 
you the best we have. 


NATIONAL SURETY COMPANY 
NEW YORK INDEMNITY COMPANY 


115 Broadway, New York 
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| Miller Says Surety 
Rules Need Elasticity 

MUST ALLOW USE OF JUDGMENT 

F. & D. Head Feels That Unless Carriers 


Have Latitude in Development Lines, 
Rules Won’t Succeed 








Charles R. Miller, president of the Fi- 














delity & Deposit, who is also chairman 
of the Surety Acquisition Cost Confer- 
ence, has come out this week with some 
rather pertinent comments on the ac- 
quisition cost question which will come 
to a head when the company executives 
meet on January 11 in New York City. 
Mr. Miller’s statement is in response to 
a questionnaire which The Eastern 
Underwriter sent out last week. 

In his judgment this subject is one 
which ought to be viewed from many 
angles. He says: “It is extremely 
doubtful whether rules, unless quite 
elastic, will be fair to many of the com- 
panies. The executive of every company 
must follow his own judgment as to the 
organization of his company and as to 
the methods he will adopt to develop 
his business. His plan of operation 
might entail a heavy expense ratio in 
the field with a corresponding low ex- 
pense ratio at the home office, and by 
reason of the superiority of his organiza- 
tion he may keep his loss ratio quite low. 

The Question of Operating Expense 

“On the other hand, some companies 
might favor a different plan of opera- 
tion by spending less money in the field 
and perhaps be not quite so well 
equipped to handle business with the 
result that losses would be above the 
average. When the situation is viewed 
from the standpoint of operating expense 
it makes little difference whether one 
company spends sixty-five per cent di- 
vided between the home office and the 
field and keeps its loss ratio down to 
twenty-five per cent and other compa- 
nies keep their home office and field ex- 
penses at fifty-five per cent with a 
thirty-five per cent loss ratio. Besides, 
the company which is spending the 
sixty-five per cent is perhaps rendering 
better service to the public than the 
company which is spending less in the 
acquisition and handling of its business.” 

Mr. Miller states determinedly that 
one thing is certain and that is that 
when one speaks of regulation either by 
state, bureau or voluntary action, no law 
or bureau fiat or rules adopted in a 
gentlemen’s agreement can create brains, 
business judgment or organizing ability. 
“On the contrary, he asserts, “they can 
very seriously hamper real ability by ar- 
bitrary and unreasonable regulation.” 

To illustrate his point he referred to 
a situation in Gibbons’ “The Decline and 
Fall of the Roman Empire,” where the 
author, after reviewing the causes which 
led to the destruction of the initiative 
and independence of the Roman patri- 
cian, said: ‘Whilst the Romans aimed to 
be equal, ultimately they were leveled 
in the equality of servitude.’ 

When Rules Are Destructive 

Continuing he said: “If any law, bu- 
feau or voluntary association has for its 
object a distribution of business regard- 
less of merit or to make all executives 
€qual in ability in the operation of their 
Companies we are on the road to decay, 
for | know nothing more destructive than 
aws or rules and regulations which 
have a tendency to confiscate the fruits 
Of one’s labor, dulls his initiative and 
attempts to divide up what his genius 
may have devised and produced. 
. “From this you may judge that I am 
hot in favor of the regulation of acqui- 
Sition cost, but this is not quite true. 

am in favor of regulation in certain 
quarters, but I am opposed to rules and 
Tegulations which prevent me from fol- 
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lowing my own good judgment as to 
what ought to be done in the conduct 


. of our company for the benefit of stock- 


holders, and, I might add, according to 
my conception, for the benefit of the 
public. Therefore, unless there is some 
elasticity in the rules and some judg- 
ment used in according to companies lat- 
itude along development lines I doubt 
whether the effort will meet with much 
success.” 

As to general conditions in the surety 
field, Mr. Miller is of the opinion that 
whilst there will be a gradual growth 
in this line, yet the advent of new com- 
panies will make it necessary for all 
companies to be aggressive and at the 
same time quite careful in underwriting. 
He says: “The surety companies, I be- 
lieve, in the last two years have had a 
fairly good experience, but it would not 
be quite just to take the two good years 
and overlook quite a number of bad 
ones.” 





HUB TAXICABS JUMP RATES 10c 
One result of the Massachusetts com- 
pulsory automobile liability insurance 
law effective this week was an advance 
of 10 cents per ride by seven taxicab 
companies operating in Boston, thereby 
passing on to the public the expense im- 
posed upon them by the new law. 





NEBRASKA STATE FUND BILL 

Labor factions in Nebraska will advo- 
cate to the coming session of legislature 
a bill providing for a monopolistic work- 
men’s compensation state fund similar to 
that in Ohio which would exclude ail 
stock and mutual companies from parti- 
cipating in this business. 
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AVIATION TRAVEL AMENDMENT 





Standard Accident Revises Its Accident 
Policies To Provide Indemnity For 
Air Travel Injuries 
The Standard Accident announces the 
revision of its accident policies by en- 
dorsement, which provides indemnity for 
injuries caused while the insured is a 
passenger in a licensed airplane or a li- 
censed passenger dirigible airship, pro- 
vided by an incorporated passenger car- 
rier, and only while operated by a li- 
censed pilot upon a regular passenger 
route between definitely established air- 

ports. 
_ This amendment shall not cover in- 
juries sustained in any miltary or naval 
airplane or dirigible or in any form of 
aviation travel or hazard not hereinbe- 
fore specified, nor shall it cover injuries 
sustained by any person while acting as 
a_ pilot or mechanic of an airplane or 
dirigible. 

No double benefits will be provided 
under the endorsement. There will be 
no additional charge for the rider. 





ENTERED IN MASSACHUSETTS 


The Constitution Indemnity entered 
Massachusetts this week to write gen- 
eral casualty lines. It has appointed 
James M. Bryans, 40 Broad street, Bos- 
ton, as its agent in that city. 





$475,000 PREMIUMS IN 1ST YEAR 

The Great American Indemnity, which 
wrote its first policy July 12, 1926, closed 
the past year with about $475,000 in writ- 
ten premiums. 
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Accident 


37 Montgomery Street, 








Plate Glass Insurance 


Manufacturers’ Liability Insurance Co. 
Home Office: 


99 John Street, New York 
United Agency, 280 Broadway, New York 
Ajax Underwriters, Inc., 26 Court St., Brooklyn, N. Y. 


& Health 


Jersey City, N. J. 

















BAUMES LAWS PRAISED 


A. Duncan Reid, W. A. Thompson and 
Others Cite Their Beneficial Affect 
On Burglary Line 


Hailing 1926 as the most prosperous 
year for burglary insurance in the last 
decade, a number of insurance executives 
this week took occasion to praise the 
operation of the Baumes laws, a larger 
police force with greater efficiency at- 
tained under Commissioner McLaughlin, 
and the co-operation given by judges in 
the work of suppressing crimes, all of 
which have tended to reduce the losses 
in this class of insurance. 

President A. Duncan Reid of the Globe 
Indemnity said that he could testify now 
on behalf of all the companies to the 
efficiency of the police department which 
he could not have testified before. He 
stated that the detection of crime and 
the work accomplished with the co-op- 
eration of the companies had really been 
remarkable. “The losses were so heavy,” 
he added, “for a time that it was neces- 
sary to increase rates, but even then it 
became a serious question whether the 
companies could continue with the busi- 
ness. Now we feel justified in taking 
the business as conditions are far better 
than they have been for years.” 

William A. Thompson, vice-president, 
National Suretv, also endorsed the bene- 
ficial effects of the Baumes laws. saving 
that during the six months which thev 
have been in effect they have reduced 
crime to such an extent that the hold- 
mp losses of his companv have actually 
been reduced 29% in dollars and 25% in 


numbers. 





GETS COMPENSATION POST 

Albert T. Bailey, a Norwich lawver, 
received his appointment this week from 
Governor Trumbull of Connecticut. to be 
compensation commissioner for the sec- 
ond district for the five-vear term which 
began January 1. Mr. Bailev succeeds 
Dr. J. J. Donohue of Norwich, who has 
held the office since the enactment of the 
state compensation law in 1913. 


MARTIN W. LEWIS MARRIED 

The marriage is announced of Miss 
Julia Chevalette, the daughter of Mr. 
and Mrs. John Stephen Johnson, to Mar- 
tin W. Lewis of the Towner Rating Bu- 
reat. 








TALKS ON FIRE DEP’T. 

A. C. Hutson, assistant chief engineer 
of the committee on fire prevention and 
engineering standards of the National 
Board of Fire Underwriters. this week 
gave a lecture on the “Fire Department 
Signal System” before the intermediate 
class of the Insurance Institute in New 
York. 





Edgar and Mooney Reply 
(Continued from Page 32) 

lic. The courts will never sustain any 

attempt that goes to the extent of at- 

tempting to control matters purely with- 

in the scope of management. 

Assails Partiality to Small Companies 

‘It also seems unsound that a small 
insurance company, recently created, 
should, by the action of insurance com- 
missioners, have the same privilege with 
respect to the number of preferential 
commission agencies as an old line com- 
pany ten times or fifty times as large 
and strong. 

“Tt is a fortunate thing that the sup- 
port which the rules received from the 
Insurance Commissioners’ Convention 
was generally of a moral nature only. 
The large number of states having anti- 
compact laws would make it impossible 
to secure any unanimity of opinion on 
a proposition which manifestly violates 
so many state statutes. 

“Tt is quite evident to any student of 
the question that while the agitators 
have secured a momentary advantage, 
any further step on their part or any 
further coercive endeavor will result in 
the question being cleared up by the 
courts,’” 
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Practically every form of Insurance except Life 





\ JHEN advertising was in its infancy the extravagant claims of 
advertisers were excused under the misnomer of “good adver- 
tising.” Reality was something else again. 


Times have changed. Truth in advertising is now demanded by the 
readers of a periodical as well as by any advertiser worthy of the name. 


The policy of liberal treatment to its policyholders plus the policy of 
fair dealing with its representatives is what makes “The Service That 
Satisfies” a reality and not a mere advertisement. 


The insuring public also demands sound advice on insurance prob- 
lems. The Employers’ Group agent is sought because he can give such 
advice—because “Wise Men Seek Wise Counsel.” 


Ask any agent of The Employers’ Group. 


[Agency connections still open in several territories. Write Agents 
Department and your letter will be referred to the proper party.] 
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Casualty Leaders’ Views 


(Continued from page 11) 


tendency to bring about closer co-opera- 
tion between the companies along con- 
servative and intelligent lines. 


6. In the main, we believe that the 
regulation of the acquisition cost situa- 
tion is working out satisfactorily in the 
miscellaneous casualty lines. 

Sees No Need for A. & H. Control 


7. Considerable progress has been 
made in connection with the fidelity and 
surety acquisition cost situation. The 
companies are honestly striving to co-op- 
erate with insurance departments in 
bringing about a correct solution of this 
very perplexing problem. In so far as 
the accident and health business is con- 
cerned there is little, if anv, need for 
any action and we do not anticipate that 
this issue will arise during the year 1927. 

8. Available statistics will demon- 
strate conclusively that stock companies 
are more than holding their own against 
mutuals and reciprocals. There have 
been several casualties among the recip- 
rocals and mutuals during the past year, 
among which may be mentioned the 
Sherman & Ellis Reciprocal and the In- 
tegrity Mutual. These demonstrations 
of weakness have, in so far as the mis- 
cellaneous casualty lines are concerned, 
to a considerable extent shaken public 
confidence in reciprocal and mutual in- 
surance. 

Spencer Welton’s Replies 

Spencer Welton, president, New York 
Indemnity, says it is his belief companies 
writing casualty and surety lines will en- 
joy a substantial increase in volume and 
that the possibility of increased under- 
writing profit in casualty lines is greater 
than it has been for some time past. 

“That should be brought about in two 
ways,” he continues. (a) because most 
companies have recognized restricted un- 
derwriting in compensation lines; (b) 
because there is some reason to believe 
that in 1927 we shall find recognition of 
the necessity for some increased com- 
pensation rates. 

2. It would seem to me that the ag- 
gregate figures of casualty and surety 
catriers representing the business for 
1926 will show neither substantial loss 
nor substantial underwriting profit. It 
is my guess, for it must be a guess, 
that it will be about an even break. 

3. I do believe that the legislative 
trend in the direction of compulsory au- 
tomobile insurance in 1927 will have a 
material effect on the business of prop- 
erly managed insurance carriers. How- 
ever, since your question doesn’t indicate 
what you mean by “material effect” I 
won’t attempt to explain what I mean by 
my answer. 

4. The advent of new casualty com- 
panics probably won’t materially affect 
the premium volume of the older com- 
panics. The new companies and the old 
companies will both develop new busi- 
ness and the new companies will prob- 
ably absorb some business that the old 
companies are reluctant to write and 
have permitted to go to underwriting 
Organizations other than stock compa- 
hies, 

Favors New Executives’ Association 
_5. I am in favor of the new Associa- 
tion of Casualty & Surety Executives 
ecause it is my conviction that if the 
chief executives do occasionally get to- 
gether and discuss important matters of 
Policy something constructive may be 
Promptly agreed upon and almost as 
Promptly made operative. The great 
tawback in group meetings in the past 
has been that many companies have been 
Tepresented by subordinate officers who 
ave either been unwilling to vote or lack 
authority to commit their companies. 

6. It is my information that the regu- 
lation of acquisition cost in miscellaneous 
casualty lines has resulted in substantial 
€conomies and in a better general oper- 
ating condition than ever before. 

7. The chance of adequate regulagion 
of acquisition cost in fidelity and surety 
ines seem to be very much a matter of 
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what you mean by the word “adequate.” 
Some regulation seems to me to be in- 
evitable and*-some regulation seems to 
me to be desirable. It is my guess that 
a start will be made along that line this 
year and that good results will follow. 

8. It is my belief that stock companies 
are holding their own in competition 
with reciprocals and mutuals. 


Edson S. Lott’s 40 word Reply 

It took Edson S. Lott, president of the 
U. S. Casualty, just forty words to an- 
swer the questions submitted to him, thus 
endorsing the old saving that “brevity 
is the soul of wit.” His replies follow: 
Fair 
No. 

Yes. 
Some, but not much. 

5. Executives frequently meeting each 
other face-to-face will bring about bet- 
ter understandings. 

6. Well. 

7. Not much (referring to adequate 
regulation of accident and health). 

8. Gaining ground slowly. 

Mr. Lott concluded by saying that the 
writing of compensation insurance has 


been, is now and always will be most un- 
profitable. 


Opinions of W. C. Potter 

W. C. Potter of the Preferred Acci- 
dent answered as follows: 

1. In our opinion the present prosper- 
ous business conditions will continue all 
through the year 1927 and we hope with 
a reasonable amount of underwriting 
profit on the part of insurance compa- 
nies. 

-2. In 1926 casualty and surety busi- 
ness so far as relates to this company 
showed the usual profit on the limited 


PWNS 


number of lines we are writing. Cannot. 


say that this was due to any general im- 
provement in underwriting conditions. 

3. Do not believe that compulsory au- 
tomobile insurance will have anv mate- 
rial effect on privately managed insur- 
ance carriers. 


4. The annual increase in casualty 
companies has not been sufficient to in- 
terfere with the increase of premium in- 
come on the part of the older companies. 
This is undoubtedly due to the fact that 
there are still a very large numbér of un- 
insured risks in need of education relat- 
ing to the benefit of insurance in all 
lines. 


5. The new Association of Casualty 


and Surety Executives could be made 
valuable to such underwriters, the same 
as the Association of Life Insurance 
Presidents is to the life companies. 


6. Do not care to comment on acqui- 
sition cost regulations. 

8. In answer to your last inquiry as 
to competition with reciprocals and mu- 
tuals. Did not know there were any of 
the former and thought there were but 
one or two of the latter, judging from 
the amount of failures enumerated in 
The Eastern Underwriter. 


Feels A. & H. Control Will Come 
Eventually 


The reaction of C. B. Morcom, vice- 
president, Aetna Life and Affiliated 
Companies to the new companies in the 
field is that they will naturally affect 
the premium volume of older companies 
and make them work harder if they want 
to continue any substantial increase. Mr. 
Morcom makes the following comment 
on the other questions submitted to him. 

1. With a continuance of present 
business conditions I would say that the 
prospects for increased volume in 1927 
are good, and with the present tendency 
of most companies to be more conserva- 
tive in their underwriting selection, there 
is a better opportunity for an underwrit- 
ing profit; although with present rate 
levels, and particularly with respect to 
workmen’s compensation business, I 
don’t see any likelihood of such profit 
being substantial. 

2. I doubt if the aggregate figures of 
casualty and surety carriers will show a 
net underwriting profit for 1926. I think 
such lines as Fidelity, Surety, Liability, 
Plate Glass and Burglary will very prob- 
ably show good results but these will 
be offset by Workmen’s Compensation, 
Accident and Health and Automobile 
Property“Damage and Collision. 

3. No. 

5. Any real co-operative movement 
between the chief executives should re- 
sult in benefit to the casualty and surety 
business as a whole. This association 
will provide the means for such co-op- 
eration. 

6. Generally, very well. 

7. (a) Very good. 

(b) Not very much change at this 


time, although there isn’t much question 


but what it will have to come sooner or 
later. 

8. From such figures as I have seen 
they are more than holding their own. 
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Doesn’t Expect Volume Increase in 


A. Duncan Reid, president Globe In- 
demnity, does not feel that in 1927 the 
volume of‘ casualty and surety business 
will show any material increase. He also 
questions whether the underwriting 
profit will equal the hopes ‘of the officials. 

2. Mr. Reid anticipates that the ag- 
gregate underwriting results of the com- 
panies for 1926 will show a small under- 
writing profit. He believes that if a 
profit is developed it will be due to spe- 
cific results in certain lines. 

3. No. 


4. Mr. Reid doesn’t think that the ad- 
vent of new casualty companies will af- 
fect the premium volume of older com- 
panies. 

5. Please excuse me from telling you 
why I urged the organization of the As- 
sociation of Casualty & Surety Execu- 
tives. 

6. Generally acquisition cost regula- 
tion in the casualty lines is working out 
very satisfactorily to the benefit of all 
concerned. 

7. (a) Fidelity and surety acquisition 
cost will be definitely regulated by mu- 
tual agreement on the part of the com- 
panies in the very near future. 

(b) As to accident and health, I have 
not the temerity to make any prophecy. 

8. Yes. 


Brosmith’s Views on Compulsory 
Legislation 

The response of William Brosmith, 
vice-president and general counsel, The 
Travelers, to the questionnaire indicated 
that in his opinion there will not be 
much compulsory ‘automobile insurance 
legislation in 1927. He said: “It may 
be that the states will delay action, as 
they well may, to observe results in Mas- 
sachusetts. In states in which compul- 
sory automobile insurance may be pre- 
scribed insurance carriers are likely to 
have a material increase in business and 
premiums. What the loss ratio will be 
is another question.” Mr. Brosmith’s 
further response was as follows: 

1. Prospects for an increase in vol- 
ume in 1927 are very good and I hope 
the business of that year wil show an 
underwriting profit. 

I hope so, but, regardless of im- 
provement in underwriting conditions, it 
is hardly likely that the returns will show 
a net underwriting profit on compensa- 
tion insurance. 

_ 4. Do not believe that the premium 
income of older companies will be af- 
fected more materially than heretofore. 

5. To induce the executive heads of 
companies to give personal attention to 
important questions of policy. 

6. Favorably. 

7. Should be good. 


8. Some are more than holding their 
own. 





GOVERNMENT NOT LIABLE 


According to a ruling of first assist- 
ant secretary of the Interior E. C. Fin- 
ney, the United States Government is not 
liable for personal injuries to private in- 
dividuals other than its own employes 
even though causes by negligence on the 
part of its agents. hesaeeey from the 
Government in such cases can be ob- 
tained under the present law only by an 
act of Congress, it has been held. This 
ruling was in response to a question 
which was raised by the director of Geo- 
logical Survey as to the liability-of em- 
ployes of the survey driving Govern- 
ment-owned automobiles is involved in 
accidents resulting in injury to persons 
or damage to property. 





TAXI MUTUAL FAILS 


The Guardian Mutual Casualty of New 
Brunswick, N. J., organized last April 
after the Legislature had passed a bill 
compelling taxicab owners to carry lia- 
bility insurance of not less than $5,000 
for each car, has gone into the hands of 
a receiver. The petitioner was C. Ray- 
mond Lyons, president of the company 
as well as a creditor, who alleged that 
the company is insolvent. 
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Billings and Chandler 
To Join N. Y. Indemnity 


BOTH ARE TRAVELERS’ MEN 





Both to Be Vice-Presidents; Their Ap- 
pointment Will Materialiy Strengthen 
Company’s Executive Personnel 





Spencer Welton, president of the New 
York Indemnity, makes known this week 
two appointments which will materially 
strengthen the executive personnel of his 
organization. They are William C. Bill- 
ings, who becomes the vice-president and 
underwriting head of the company at its 
home office effective January 15, and 
Frank M. Chandler, who will become 
vice-president and western manager on 
February 8 with headquarters in Chi- 
cago. 

Mr. Billings, who started with the 
Travelers 23 years ago at Buffalo upon 
the inception of its branch office in that 
city, has spent almost his entire career 
in the handling of liability and other 
casualty lines. Following his Buffalo 
connection, he became manager of 
casualty lines for the Travelers in vari- 
ous central state branch offices includ- 
ing Cleveland, St. Paul, Erie and Duluth. 
In 1917 he was transferred to the met- 
ropolitan branch office of the company 
in New York City as assistant manager 
of casualty lines primarily in charge of 
counters and downtown service organiza- 
tion. 

Since 1923 Mr. Billings has been man- 
ager of compensation and liability lines 
at the metropolitan branch. Because his 
experience covers all phases of the 
casualty business, including training in 
both the east and middle west, and be- 
cause he is widely known as an experi- 
enced and resourceful general under- 
writer, his appointment is looked upon as 
greatly strengthening the New York In- 
demnity’s organization and will be en- 
thusiastically received by the company’s 
agents in all parts of the country. 

Chandler a Popular Executive 

Mr. Chandler is one of the most widely 
known executives in the casualty busi- 
ness and has made a great reputation 
tor himself both as an underwriter and 
as an organizer. 

He has been with the Travelers In- 
demnity for more than 15 years, his most 
recent connection with this company be- 
ing in Dallas, where he served as state 
manager for Texas. Previous to that 
he was state manager in Indiana where, 
in spite of the many duties of his office, 
he tound time to identify himself with 
many important insurance movements in 
the middle west. He also acted with 
much distinction as president of the In- 
diana Insurance Federation and its entire 
membership voiced their regrets when 
he was transferred to the Travelers’ 
Texas post. Mr. Chandler made his 
start in the casualty business at Albany 
and was for several years engaged in 
the local agency business at Troy. 

In making these appointments Mr. 
Welton states that Vice-President 
Thomas L. Bean will continue as agency 
head of the company and the combina- 
tion, plus the recent appointment of B. C. 
Ticknor as head of the company’s claim 
department, places the New York In- 
demnity well to the fore among casualty 
companies having an experienced and 
well-rounded personnel. A number of 
other important appointments may be 
expected in the near future, Mr. Wel- 
ton also states. 





WANT EXCESS COVERS 


California agents and brokers are in- 
terested in a proposal now before the 
Soard of Fire Underwriters of the Pa- 
cific to eliminate excess coverage. The 
brokers and agents are against the con- 
templated action of the board, desiring 
to keep excess insurance, which they say 
provides full protection to fire insurance 
policyholders for a small additional cost. 


Constitution Elects 
Its Western Managers 


BLACKWELL 





AND DOUGLASS 





To Have Supervision Over 15 States; 
Both Have Had a Wide Casualty 
Experience 
— 

The Constitution Indemnity has se- 
lected two well-known underwriters—C. 
C. Blackwell and H. N. Douglass—to 
manage its western department with 
headquarters at 166 West Jackson Boule- 
vard, Chicago. They will have super- 
vision over fifteen states, including Colo- 
rado, Illinois, Indiana, Iowa, Kansas, 
Michigan, Minnesota, Missouri, Nebras- 
ka, Oklahoma, North Dakota, Wisconsin, 

Wyoming and South Dakota. 

Mr. Blackwell started his insurance 
career with the Fidelity & Deposit in 
1920 and after completing about seven 
months in various home office depart- 
ments, he was sent to Little Rock to as- 
sist in opening a branch office for the 
company there. He acted in a similar 
capacity in Nashville and Memphis and 
then served the company as assistant 
manager of its Charlotte, N. C., branch. 
In January, 1922, he joined Charles Luns- 
ford & Sons, general agents of the com- 
pany, in Roanoke; a few months later he 
rejoined the company as assistant man- 
ager of its Pittsburgh office. 

After serving in various other cities in 
the South, New England and as far west 
as Detroit, Mr. Blackwell resigned from 
the Fidelity & Deposit and became man- 
ager of the Indemnity Insurance Co. of 
North America’s bonding department in 
Boston. In October, 1926, he joined the 
Constitution Indemnity as assistant man- 
ager of its bonding department which 
position he has held up to his present 
promotion. 

Career of H. N. Douglass 


Mr. Douglass was born and educated 
in Missouri. He began his insurance ca- 
reer in the office of the Ocean Accident 
& Guarantee Corporation in Chicago and 
remained in that office until he resigned 
from the position of assistant manager 
a short time ago. He is a casualty un- 
derwriter of recognized ability and is ful- 
ly informed regarding local conditions in 
this territory. 

The combination of the two men is 
looked upon as guaranteeing the success- 
ful operation of the Constitution Indem- 
nity in the middle west. These mana- 
gers will have jurisdiction over the same 
states as are supervised by the western 
department of the Fire Association, Re- 
liance and Victory, thus facilitating all 
agency matters of interest to the affili- 
ated companies. 





FIRE PREVENTION COUNCIL 

A Michigan Fire Prevention Council is 
to be organized in the state soon, it is 
reported from various sources, but par- 
ticularly from Detroit, where Paxton 
Mendelssohn, chairman of the fire pre- 
vention committee of the Board of Com- 
merce, is declared to be arranging for 
an organization meeting of the proposed 
council. 





BLUE GOOSE MEETING 


The Empire State Pond of the Blue 
Goose will hold its annual winter dinner 
and ceremonies next Monday evening, 
January 10, at the Syracuse Hotel in 
Syracuse. The dinner will begin at 
6.30 p. m. 





J. F. FENNELLY RESIGNS 
J. F. Fennelly has retired as manager 
of the loss department of Mills & Hon- 
ness to enter another line of business. 
He was with the agency for several 
years. 





According to statistics of the National 
Conference on Street and Highway Safe- 
ty, approximately 165,000 persons in the 
United States have met their death due 
to automobile accidents in the past 20 
years. ; 


MAY START ITS OWN COMPANY 





Associated Companies of Missouri 
Thinking Seriously of a Mutual 
Casualty Company 

Just before the final hearing on the 
Missouri workmen’s compensation tenta- 
tive rates was held this week before 
State Superintendent Ben C. Hyde at 
Jefferson City, it was learned that the 
board of directors of the Associated In- 
dustries of Missouri were seriously con- 
sidering the formation of a mutual 
casualty company to handle the compen- 
sation insurance for the members of the 
association. 

This contemplated action is the direct 
result of the numérous protests from 
industries in all parts of the state that 
the rates submitted by the National 
Council on Compensation Insurance were 
discriminatory and were a handicap to 
them in their competition with industries 
in other states. 

President Harry Scullin, president of 
the Associated Companies, has been au- 
thorized to appoint a special committee 
of seven to consider the question of 
forming such an insurance company and 
to work out the details for its operation 
should it be decided to go ahead with 
the project. Mr. Scullin said that he 
would name this committee immediately 
and that the organization of which he 
was the head would do everything within 
its power to keep its pledge to the in- 
dustries of Missouri that employers’ lia- 
bility rates would be materially lowered 
under the compensation act. 





IS ACTING COMMISSIONER 


Having delegated the powers of acting 
insurance commissioner to First Deputy 
Horace B. Corell of the Michigan insur- 
ance department, Governor Fred W. 
Green, who was inaugurated as Michi- 
gan’s twenty-seventh chief executive on 
New Year’s Day, apparently plans to 
take his time in selecting a successor to 
Leonhard T. Hands, who resigned as 
commissioner December 31 to go with 
the Michigan Mutual Life of Detroit. Mr. 
Corell is still considered to be one of 
the leading possibilities for the perma- 
nent job, although Charles D. Livingston, 
general agent for the Royal Exchange 
at Detroit, is believed by some to be the 
favorite for the post. 





The Accident Compensation Service, 
Incorporated, New York City, has been 
chartered at Albany with $10,000 capital 
to engage in the insurance business. 
Harry Gardner, 255 East Houston Street; 
Philip and Beatrice Pressner, 237 Fast 
Second Street, New York City, are di- 
rectors and subscribers. 


GIVE LUNCHEON TO AGENTS 





Schryver And Geyler Host to Northern 
N. J. Representatives of U. S. Fidelity 
and Guaranty; Explain New Policy 


Schryver and Geyler, managers of the 
northern New Jersey territory of the U. 
S. Fidelity & Guaranty, gave a luncheon 
to a group of their agents on January 5 
at the Newark Athletic Club. At the 
luncheon the company’s new _ accident 
and health policy, “The Pilot Preferred 
Disability Policy,” was explained. Wal- 
ter C. Schryver presided. 

Russell F. Chapman, superintendent of 
the accident and health department at 
Newark, told the agents that this new 


‘policy grants full coverage, accident and 


health insurance from the first day to 
select risks. Each applicant is entitled 
to a medical examination at the com- 
pany’s expense. One of the popular fea- 
tures of this policy, he said, was the cost, 
which is from $5.00 to $10.00 less in pre- 
mium annually than any other accident 
and health policies granting similar 
coverage. 

The agents present were A. J. Lochte, 
Nelson M. Coryell, George Kierstead, 
Donald F. Peck. Walter R. Pruden. Hu- 
bert A. Doll, Charles Anderson, S. D. 
Rumsev, Hubert L. Sloat, Clarence §. 
Petty. James Harkins. Howard W. Soule, 
W. C. Heindel. Philip Deutsch, Harry 
Searles, Peter Schall. 
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J ewelers’ Committee 





Is Fighting Crime Hard 


IT CONSTANTLY KEEPS 


ON TRAIL OF CROOKS 





Richard C. Murphy Doing Splendid 


Work as Counsel of Committee; 


Gives His Close Co-operation To Authorities 


The Jewelers’ National Crime Com- 
mittee is doing fine work, burglary un- 
derwriters say, in fighting against 
crime and in seeing that jewelry ban- 
dits and thieves are prosecuted. The 
committee consists of members of the 
seven leading national organizations in 
the jewelry business, including the Na- 
tional Jewelers’ Board of Trade and 
the Manufacturing Jewelers’ Board of 
Trade. Each of the seven organiza- 
tions has two members on the com- 
mittee. 

The committee also is fortunate in 
having obtained for its counsel Richard 
C. Murphy, former Assistant District 
Attorney. He made a fine record in 
the District Attorney’s office. 

The committee was organized in Oc- 
tober, 1925, to assist the authorities in 
the prevention, apprehension and pros- 
ecution of robbers of jewelers and in 
the equally important task of appre- 
hending and prosecuting receivers of 
stolen jewelry. : 

During the period within which the 
Jewelers’ National Crime Committee 
has been functioning, there have been 
arrested and indicted seventy-three de- 
fendants charged with having commit- 
ted crimes against persons engaged in 
the jewelry industry, in the prosecution 
of most of which counsel for the com- 
mittee took active part. These defend- 
ants are divided into the following 
groups: 

39 indicted for robbery. eb 

23 indicted for criminally receiving 
stolen property. 

7 indicted for grand larceny. 

1 indicted for burglary. 

3 indicted for concealing assets. 
—of whom 18 have been con- 

victed and sentenced. 


Land in Prison 


The first case handled by the commit- 
tee was the gang headed by “Big 
George” Rawley, the other gangsters be- 
ing Robert Tierney, Matthew Bell, Alex 
Schnitzer, Harry Middelberg, Arthur 
Berthofft, Dave Jerus and Raymond Seel- 
ey. Information regarding the operation 
of these defendants against jewelers was 
first brought to the chairman of the 
committee. This information was then 
given to Assistant District Attorney 
Murphy, now counsel to the committee. 
These defendants were identified by sev- 
eral jewelers whom they had robbed and 
Were tried and convicted: 

Rawly was sentenced to twenty years 

in state’s prison. 

Tierney was sentenced to twenty years 

in state’s prison. 

Bell was sentenced from ten to twenty 

years in state’s prison. 

Schnitzer was sentenced to two and 

one-half to five years in state’s prison. 

Middleberg was returned to New Jer- 

sey for violation of parole. 

Berthoff and Jerus were sent to Buf- 

falo to be tried there for a jewelry 

- robbery. ‘ : 

Seeley was sentenced to Sing Sing 

from Westchester County. 
Robbery Frustrated 

On April 24, 1926, a prominent dia- 
mond cutter received a postal card ask- 
ing to have one of their representatives 
all in Eldridge Street to display some 
Wiamonds. The committee was immedi- 
ately notified and advised the diamond 
Utter to send his representative without 
lerchandise; the committee arranged 
With the Police Department to inave de- 
€ctives there at the same time. . 

A gang leader of the lower east side, 
"ho had been previously arrested eleven 



















lifferent times, was seen at that address 
end ran through Eldridge Street. . This 








Courtesy “Jewelers’ Circular” 
RICHARD C. MURPHY 


man was immediately apprehended and 
brought to Police Headquarters for fur- 
ther investigation. It is assumed by the 
police that this gangster recognized one 
of the detectives and therefore did not 
attempt to go through with his plans. 
There is no doubt that if the detectives 
had not been sent to this address a rob- 
bery would have been committed. 


Rodack Murder 

The committee through its counsel was 
advised that information was to be given 
to the police and was the only one out- 
side of the police who knew and worked 
on the information until the arrest of 
Benjamin Mintz for the murder of the 
“fishting jeweler.” After the confessions 
made by Mintz, Hyman Amberg was ar- 
rested and charged with complicity in 
the murder. Counsel for the committee 
then arranged with the Homicide Bureau 
of the District Attorney’s office to in- 


(Continued on Page 38) 


J. S. TURN PROMOTES FOUR 





They Are Messrs. Ingraham, Hamilton, 
McManus and Kirk, All of Claim 
Department, Aetna Life 


With the start of the New Year John 
S. Turn, vice-president, Aetna Life & 
Affiliated Companies in New York has 
made four promotions in recognition of 
the good work done during the year by 
the men so honored. 

Lee G. Ingraham has been made as- 
sistant claim department manager of the 
New York office, succeeding B. C. Tick- 
nor resigned. Mr. Ingraham had previ- 
ously been in charge of the company’s 
claim division at Kansas City as its at- 
torney. He will report for duty in New 
York on or about January 15 under B. E. 
Emory, manager of the department. Mr. 
Turn says that the most enviable record 
made by Mr. Ingraham in claim work 
for the company has fully demonstrated 
his ability to fill his new position. 

The three other promotions made were 
J. C. Hamilton, to be superintendent of 
liability division, claim department; T. E. 
McManus, to be superintendent of ma- 
terial damage division, claim department; 
B. B. Kirk, superintendent of compensa- 
tion division, claim department. 

Mr. Turn says that these three men 
have for some time been in charge of 
their respective divisions and have shown 
ability to fulfill their responsibilities. The 
granting of these titles at this time is 
in recognition of that fact. 





SAFETY DECISION 


In the case of the Fidelity & Deposit 
versus A. S. Reid & Co., District Court, 
Eastern District, Pennsylvania, the court 
points out that under the act of May 8, 
1926, a surety company, disclaiming any 
interest, may pay into the registry of a 
Federal Court the amount of money pro- 
vided on the bond, show diversity of cit- 
izenship, name the claimants, and then 
occupy the position of one interpleading. 
The act gives the Federal Court power 
to enjoin any action in the state courts 
on the bond. 


“ 


DENIED RIGHT IN EQUITY 

In a decision handed down by Judge 
Morton in the Second District Court of 
Massachusetts, the court has ruled that 
where an accident and health insurance 
policy is obtained through fraudulent 
concealment, and illness occurs which 
would give the insured a claim: to com- 
pensation, the insurer cannot come into 
equity to have the policy canceled as a 
— and adequate remedy exists at 
aw. 





Argentina Suspends 
Old-Age Pensions 


LAW NEVER BEEN EFFECTIVE 





Government Orders Return of Funds 
Collected Pending the Revision or 
Passing of New Law 





According to a statement just made 
public by the Department of Labor at 
Washington, the Argentine pension law 
which provides for the creation of in- 


surance funds for old age and sickness 
for a certain class of workers, has been 
temporarily suspended. The statement 
in part states that: 

The Argentine pension law. concern- 
ing which there has been-so much ad- 
verse discussion for over a. year, was 
repealed on September 16, 1926, when the 
National Chamber of Deputies of Ar- 
gentina adopted the Senate bill favor- 
ing its suspension. 

Purpose of Law 

The law provided for the establish- 
ment of insurance funds against old age 
and sickness for the following group of 
workers: The employes of the Argentine 
merchant marine, of industrial establish- 
ments, of the printing and publishing 
industry, and of mercantile establish- 
ments. The funds were to have been 
administered by the Government, and 
supported by joint contributions from the 
employers and workers. 

No Enforcement of Act 

According to a report from the as- 
sistant commercial attache at Buenos 
Aires, dated September 18, 1926, large 
sums of money were collected, but the 
administration of the law has never been 
effective and no enforcement -has been 
attempted for several months past. 

To Return Funds 


The adopted measures declare the law 
suspended until Congress modifies it or 
passes another law in its stead, and pro- 
vides that payments already made to 
the funds are to be returned to the con- 
tributors within six months. All ex- 
penses incurred thereby are to be paid 
by the Government. 





1926 PREMIUM VOLUME 
The Ocean Accident in this country 
and the Columbia Casualty totaled ap- 
proximately $21,000,000 in premium vol- 
ume for 1926. 





ENTERS COLORADO 


The London & Lancashire Indemnity 
has been licensed in Colorado. 
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Jewelers’ Committee 
Fighting Crime Hard 


(Continued from Page 37) 


dict these two and several other bandits 
for the murder of Aaron Rodack. This 
is the first murder of a jeweler to be 
solved in the ten years of experience in 
criminal annals of counsel to the com- 
mittee. 


Organized Gangs 


Cowboy Tessler Gang—The committee 
through its counsel is now assisting in 
the preparation of the trial of the rem- 
nants of this gang, who are Joseph Sil- 
verberg and Joseph Steinberg and now 
under indictment for criminally receiving 
stolen jewelry. 


Harry Wallon Gang—Counsel for the 
committee appeared in General Sessions 
at the time of sentence of this defendant 
and advised Judge Levine of the crim- 
inal activities of this defendant against 
the jewelry industry and demanded the 
maximum sentence of 40 years, which 
was imposed. 

Whittemore Gang—Counsel for the 
committee while still active as assistant 
district attorney became thoroughly fa- 
miliar with the thirteen jewelry robber- 
ies committed by this gang and assisted 
in the prosecution of Jacob Kramer and 
Leon Kramer, two of the robbers who 
made arrangements with receivers for 
the purchase of the loot. He helped to 
break down the alibi sought to be estab- 
lished by them with the result that they 
were convicted. On the day of sentence, 
counsel for the committee appeared be- 
fcre Judge Koenig and asked that they 
be given the maximum sentence of 40 
years, which was imposed. 

Broffman and Cohen Gang—Consisting 
of sixteen robbers and five receivers, all 
now under indictment charged with rob- 
bing the following jewelers: 

Herman Goldberg, Lubelskys, Lerner 
Bros. & Buxbaum, Samuel Brill, Sims, 
2488 Concourse; Scolar, 94 Canal Street; 
Faigin, 15 Maiden Lane; Delerson & As- 
tor, salesman; and eight other robberies, 
all of which with the exception of the 
Faigin robbery were perpetrated prior to 
May 1, 1926. 

Immediately after the robbery of Fai- 
gin, Counsel Murphy worked with the 
detectives in the first precinct in an en- 
deavor to ascertain who committed the 
robbery. At three o’clock on the morn- 
ing of July 21, counsel for the commit- 
- tee was notified of the arrest of Broff- 
man & Cohen, and immediately there- 
after started to grill Broffman, who then 
confessed to counsel for the committee 
the commission of several jewelry rob- 
beries, which eventually led up to the 
solution of the robberies above enume- 
rated and the indictments above de- 
scribed. Robert Berg alias Burke, one 


of the robbers, was located in Chicago.: 


The committee retained counsel in Chi- 
cago to assist in the extradition of this 
fugitive and after a bitter legal battle 
he was finally returned to New York. 
Cohen, one of the bandits, has already 
been sentenced to forty years in Sing 
Sing and has now confessed and testi- 
fied against the receivers. 


Max Schoenbrun Robbery 


Joseph Malcolm and David Harrison 
were arrested for stealing a sample case 
containing jewelry from the automobile 
belonging to Mr. Schoenbrun. Counsel 
for the committee presented the evidence 
against these defendants in the Magis- 
trate’s Court and they were held to await 
the action of the Grand Jury, subse- 
quently indicted and convicted and sent 
to state’s prison. 


Samuel Kandel Robbery 


Harry Becker, Irving Becker, Samuel 
Zirinsky and Samuel Weiss were arrest- 
ed, charged with receiving part of the 
loot in the above robbery. Counsel for 
the committee appeared in the Magis- 
trate’s Court and presented the evidence 
against these men. They were subse- 
quently held to await the action of the 





requirements. 
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If it isa question of adequate and 
intelligent service to both agent 
and policyholder, Continental 
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Grand Jury and indicted and are now 
awaiting trial. 


Trunk Switching 


Maurice de Sedle, Armond Gardonyi 
and Sigmund Zeisler, who were part 
owners in the new jewelry exchange 
opened at Sixth Avenue and Forty-eighth 
Street, were arrested for having in their 
pcessession watch movements stolen from 
a trunk belonging to the American 
Watch Case Co. which had _ been 
switched. These arrests were due to 
confidential information received by the 
counsel of committee, which very 
promptly resulted in the arrest of these 
three men. They have since been in- 


dicted for criminally receiving stolen 
property and are now awaiting trial. The 
net result of these arrests is that this 
new exchange opened up a short time on 
Sixth Avenue has gone out of business. 


Second-Hand Dealers 


Isidore Pearl, second hand dealer, was 
arrested on information given by the 
same informer described above. Counsel 
for the committee appeared in the Mag- 
istrate’s Court and presented the evi- 
dence. Pearl was convicted for not mak- 
ing proper entries in his books and fined 

He was convicted in Special Ses- 
sions for having a gun in his possession 
and after certain jewelry found in his 
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possession had been identified as having 
been stolen, he was indicted for crimi- 
nally receiving stolen property and is 
now awaiting trial. 


Pawn Brokers 


Joseph Roth and Herbert Roth, pawn 
brokers, were arrested for criminally re- 
ceiving stolen property. Counsel for the 
committee assisted Assistant District At- 
torneys in preparing the case for presen- 
tation to the Grand Jury. They are now 
awaiting trial. 


Assistance Given to Police Commissioner 
McLaughlin 


At a hearing before the Board of Es- 
timate on the question of the addition 
of more police to the present force, Otto 
D. Wormser, chairman, and Harry C. 
Larter, treasurer, and Richard C. Mur- 
phy, counsel, appeared in support of 
Commissioner McLaughlin for the in- 
crease in the number of patrolmen in the 
city, which was subsequently granted by 
the Board of Estimate. 

The Jeweler’s National Crime Commit- 
tee proposed a bill which later became a 
law on September 1, 1926, that physicians 
and hospitals must immediately notify 
the commissioner of the arrival of a pa- 
tient suffering from gun shot wounds. 

Counsel for the committee has been 
co-operating with the Baumes Commit- 
tee, which has advocated to the legisla- 
ture the passage of amendments to the 
penal code, which have already had salu- 
tory effect upon the criminal element of 
this city. The committee has offered its 
experience and service to the Governor 
of New Jersey in its present crime crisis, 


Rewards 


The committee has paid rewards for 
information received leading to the ar- 
rest and conviction of persons commit- 
ting crimes against the jewelry industry 
and has paid rewards to police detec- 
tives, with the consent of the Police 
Commissioner, for the meritorious work 
performed by them in the apprehension 
of the Whittemore gang and the Brooff- 
man and Cohen gang. This, in the opin- 
ion of the committee, stimulates the po- 
lice to have a careful watch of gangsters 
on evil bent against the jewelry industry. 

The committee has been in close co- 
operation with kindred organizations and 
the authorities of San Francisco, Chi- 
cago, Boston, Newark and surrounding 
cities and has passed information back 
and forth and assisted on all occasions, 
all tending to a unification which has 
brought about the accomplishment of 
much better results than heretofore. 





GROUP COVERAGE FOR 1600 


Employers’ Group Affects Deal Through 
John Hancock Mutual Life; 
Maximum Policy $5,000 

The Employers’ Group, comprising the 
Employers’ Liability and its two subsidi- 
ary companies, the Employers’ Fire and 
the American Employers’ and headed by 
Edward C. Stone, started off the new 
year by presenting to all of its employes 
who have completed twelve months of 
service, a group life insurance policy. The 
Employers’ Group affected this group 
coverage through the John Hancock Mu- 
tual Life for an amount equal to each 
employe’s. annual salary. 

A maximum of $5,000 insurance is 
given an individual employe and arrange- 
ments have been made whereby cm- 
ployes can purchase a similar amount of 


insurance at the group rates of 75% of 
them take advantage of the plan. 

This group life insurance policy covers 
over sixteen hundred persons, located all 
over the United States and involves an 
amount of insurance of over $2,800,000. 
The policy was written by Waters & 
Litchfield of Boston and the details were 
arranged by Charles J. Fay, managef 
of the group department of the Paul F. 
Clark Agency, also of Boston. 
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